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“The present is certainly a time that 
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tained in this policy, are statements of facts 


in error, these are days for optimism, 
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CONNECTICUT MUTUAL LIFE CLUB’S CONVENTION 





much as it was needed while the 
battle feld fighting was going on. 
Easy tc Criticise 

“It is always easier to criticise than 
to construct, and we are surely having 
instances galore every day of non- 
constructive criticism; but may we not 
look for the gradual growth (particu- 
larly after we have had time to con- 
valesce a bit more from the fever of 
war) of a spirit of true fraternity 
and business sense, and for a diminu- 
tion of the hysterical, extravagant and 
ultra-socialistic ideas that have been 
so much in evidence lately. We have 
learned, or certainly should have 
learned, a good deal in the !ast few 
years as to what sacrifice and unsel- 
fishness really mean, and those les- 
sons are not to be without their good 
effect. 

“As a people, we have all the tools 
and the opportunity for happiness and 
comfort and service, and for one, I 
cannot believe that our country is go- 
ing to the bow-wows, or is going to 
have other than a wonderful and pro- 
gressive and prosperous future, a fu- 
ture that is destined to be developed 
in the main along sane lines. The 
great mass of the citizens of the 
United States are, and are likely to 
continue to be, reasonably sensible, 
honest, home-loving folk, with a de- 
sire for law and order, and unwilling 
to be deprived of the right of exer- 
cising a considerable measure of in- 
dividual initiative and responsibility, 
or to be deprived of the right to use 
their brains in their work. 

“Although the life insurance busi- 
ness is not directly confronted with 
some of the troublous questions of the 
day, notably that of strikes, yet it is 
indirectly affected by any general dis- 
turbance of existing conditions, par- 
ticularly in so far as such disturbance 
may influence living conditions, mor- 
tality, expenses or security of invest- 
ments. 

Rock-Like Stability of Insurance 

“Our business may not be consid- 
ered an entirely accurate barometer 
for use in gauging social, political and 
industrial conditions, and yet does not 
this great institution of life insurance, 
with its rock-like stability and con- 
tinned progress, through war and 
peace, through times of prosperity 
and days of adversity, reflect in per- 
haps larger measure than does any 


other important business line the real . 


underlying spirit of the American 
people? It certainly represents a 
spirit of unselfishness amd sacrifice 
and wisdom on the part of those who 
take insurance for the benefit of 
others, and it represents in its very 
nature the stalwart principles of pro- 


tection and service. How has it fared 
in the disturbed times of the past few 
years, and particularly during the last 
few months? The mere presence here 
of this body of men answers that 
question. And we may also find an 
answer in the fact that the Connecti- 
‘cut Mutual, a typical company, has 
issued in each of the last twelve years 
more paid for insurance than it hald 
issued in the preceding year, and that 
from January 1 last up to today it 
has written $46,595,155 of new insur- 
ance, representing a gain of 111.6 per 
cent over the business of the corre- 
sponding period in 1918.” © 


What Insurance 
Means to Community 


—_—_ 


IT PRESERVES FAMILY UNIT 


Strongest Safeguard for Growing Lives 
Says Harry F. Gray, Assistant 
Superintendent of Agencies 


New London, September 8.—Harry 
F. Gray, assistant superintendent, had 
as his topic before the Connecticut 
Mutual Clubs, “What Are We Doing 
for Society?” 

“Only a few women have the ability 
to invest money.” he said. “Some 
time ago in one of our Eastern agency 
offices a lady came in to receive the 
final settlement of the insurance on 
her husband’s life, and as the $10,000 
check was passed over the counter to 
her the general agent who was stand- 
ing by could not help seeing how ner- 
vous this poor woman appeared and 
apparently seemed afraid to touch the 
check which was being presented. 
Finally, he asked her if she had made 
any provision for investing the money 
and she said she had not. She also 
stated that she was afraid even to 
deposit any of the money which had 
been left to her in any bank as she 
did not know which was the strongest 
bank, and it was the only money she 
had for her own support and that of 
her children. Think of the embarrass- 
ment; think how it could have been 
saved if this mother had been left 
with a monthly income. We have ev- 
ery opportunity to present our poli- 


cies that will some day give a little 


happiness to some one. 

“What does life insurance mean to 
the community? It is the preservation 
in complete integrity of its unit—the 
family—keeping in its loving bond, un- 
der the tenderest care, the wisest nur- 
ture, the soundest training, and the 
strongest safeguards, those growing, 
forming lives which, with their char- 
acter and training, are to be a part 
of itself. It is its defense aginst 
shattered homes and scattered fami- 
lies; against ignorance, pauperism, 
vice and crime. It is the only means 
whereby the average of mankind can 
be set in families without hazard to 
the community. It is the only ade- 
quate, material protection of the very 
sources of society, and of its forces. 

“That is the essential function of life 
insurance for the community. What 
higher function can any human insti- 
tution fulfill?” 


AN AGENT’S EQUIPMENT 





The Analysis and Knowledge Required 
of Producer Outlined by Assistant 
Superintendent Holderness 


New London, September 8.—‘“Insur- 
ance Education and Equipment” was 
the title of a paper read at the Con- 
necticut Mutual convention by H. M. 
Holderness, agsistant superintendent 
of agencies. He made a plea for sys- 
tematic training. He said the agent 
should have a quick and sure touch in 
accentuating the best points of mod- 
ern life insurance; an easy knowledge 
of interest factors, rates and values, 
surrender charges and standards of 
valuation; a general knowledge of in- 
surance laws and the ethics of the 
agency association; should know the 
needs and demands of modern busi- 
ness protection, taxation, income ad- 
justments, trusts and the like—the 
ability to master all this and more, 
and to convey this knowledge with 
moderation and tact. 


Business Insurance 
Not Evading Taxes 


PRODUCES OPPOSITE RESULT 


Questions Wisdom of Congressional 
Restrictions—Despite Which 
Volume Continues to Grow 


New London, Conn., September 8.— 
In discussing tax laws today Vice- 
President Loomis of the Connecticut 
Mutual Life said: 

“Many larger lines of life insurance 
have been written for the purpose of 
providing money with which to pay 
federal and state inheritance taxes. 
This seems to continue despite the 
unfortunate enactment of Congress. 
That the excess over $40,000 shall be 
considered for taxation purposes as 
part of the insured’s estate. 

“It is my feeling that Congress was 
misinformed when this law was 
passed, and that many of these larger 
lines were written not for purposes of 
evading the federal inheritance tax as 
seems to have been the Washington 
view, but rather for the purpose of 
providing the wherewithal to pay it, 
and prevent liquidation of securities 
on an unfavorable market.” 

Jacob H. Green, secretary and exec- 
utive in charge of agency affairs, who 
presided at the sessions of the con- 
vention made a short introductory ad- 
dress today. He said in part: 

“Has Congress been wise in placing 
restrictions on the business? How- 
ever, despite the fact that these re- 
strictions have been placed on life 
insurance, considerable business in- 
surance is being written, and more 
will be written as the heavy income 
and excess profits taxes become less.” 


A DIRECTOR’S VIEWPOINT 


Charles Cheney Tells Connecticut my. 
tual Agents That Insurance Habit 
Has Been Formed 


New London, September 8—One ot 
the directors of the Connecticut yp. 
tual, Charles Cheney, of Cheney Bros. 
silk manufacturers, South Manchester 
Conn., made some interesting point; 
for agents in his talk to the Connegt;. 
cut Mutual Clubs today. He said jy 
part: 

“The people have money and ap 
ready and anxious to use at least som: 
of it for future protection and _ they 
must be helped and encouraged. Never 
was there a more ready field for the 
missionary—that’s you. So, ‘Be ye as 
wise as serpents and as harmless as 
doves.’ Do a great service {o the 
people. Insuring for the benefit of 


others is giving and giving is a habit 9 
It was easier to get money for works 7 
of mercy towards the end of the war ~ 
than it was at the beginning becaus | 
the public had learned the lesson that 7 
there is joy and blessing in sacrifice 7 


for others. 
insurance. The more it is understood 
and the more people learn to think of 
it and to count upon it, the more pop. 
ular it should be. Only remember that 
it is a good deal easier to break 4 
good habit than a bed one. Don’ 


give them the chance to let the good 
impulse and the implanted habit groy 
cold. Don’t let yourself feel that be. 
cause it is comparatively easy to write 
policies you can afford not to put in 
time and work in hard places.” 
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New Insurance Paid For in 1918 
Total Insurance in force, January 1, 1919.... 179,410,731.00 | 


Surplus assigned and unassigned............ 


New issues in 1919 being paid for at the rate of 
over $35,000,000.00 annually. 


.++++ $24,657,927.00 


56,111,806.00 
4,999,205.00 
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Baby Letter Goes To 
Detroit Fathers 


——_ 


LAWTON AGENCY CLEVER IDEA 





Keeping New Parents in Touch With 
Life Insurance—Blackboard Insur- 
ance Talks in Schools 





New London, September 8.—Fred 
Lawton, the former Michigan football 
player, who became chief probation 
officer of the Detroit Juvenile Court, 
and then entered the life insurance 
pusiness, becoming general agent of 
the Connecticut Mutual some months 
ago, delivered an unusually good talk 
cn methods of securing prospects at 
the Connecticut Mutual’s agency con- 
vention at the Hotel Griswold today. 

Mr. Lawton began by telling of a 
talk made to the Michigan football 
team by coach “Hurry-up” Yost after 
the first half of a game, the visiting 
team being ahead at the time. 

“Boys, don’t be frightened by those 
fellows,” he said. “They have lots of 
beef and are scrappers, but so are 
you. After all, they are boys just the 
came as you are, and just because 
they wear red sweaters is no sign that 
they eat raw meat. Go to it; tackle 
low: show ’em all the stuff you’ve 
got, and beat ’em to it.” 

The talk won. The players realized 
that there was nothing in the other 
team which had anything on the Mich- 
igan team, and the atmosphere of de- 
pression cleared up as if by magic. 


Don’t Be Easily Frightened 


“There’s a point there for you life 
insurance men,” said Mr. Lawton. 
“Don’t be frightened by a man’s name 
or his wealth or his position. If there 
is a reason why he should have Con- 
necticut Mutual insurance there is a 
reason for your being there. Go to it; 
don’t be frightened, and you'll win.” 


In discussing letters for approach 
and other business-getting devices, Mr. 
awton read an unusually clever baby 
letter, which one of his agents had 
drafted, which is sent to every .ather 
of a new born baby of whom the agent 
kas information. It begins: 


‘Dear Baby: I have heard of your 
arrival and am writing to welcome 
you.” 


The letter goes on to say that its 
daddy welcomes the arrival, too, and 
when the baby looks up into its father’s 
eyes it will see a light reflected in 
them which can be translated: “Baby, 
no matter what happens to you, daddy 
has protected you by means of insur- 
ance.” 


Making Boosters Out of Friends 


Whenever Mr. Lawton met a friend 

on the street in his early days of 
soliciting he would ask him to be a 
booster. 
‘ “Of course, he always agreed, but 
in order to be a good booster for me 
it was necessary for him to know 
something about the protection I rep- 
resented. So he listened while I ex- 
Plained the policy and told him waat 
it would do for men of his age. When 
he began to show interest I would al- 
ways say: ‘“Wouldn’t you be a much 
better booster if you could tell people 
that you had actually practiced what 
you preached; if you could tell them 
that you carried a policy with me?’ 

This argument landed many policy- 
holders for me, not to mention the 
Prospects brought in by the thoroughly 
sold booster. 

‘I find that some splendid prospects 
can be secured by a blackboard talk 


on life insurance before an auditorium 
full of high school boys. Any wise 
high school principal is glad to get 
this information before his boys. I 
have been asked to take the subject 
up with the boys of the Detroit Cen- 
tral High School and expect to do so 
at an early date. One blackboard talk 
before a night school class netted me 
five good prospects, three of whom 
bought policies. The high school teach- 
ers are eager to find some one to 
take their classes for an evening. 


“I have had quite a measure of 
success with a brief, short para- 
graphed letter written to picked mem- 
bers of the Board of Commerce who 
went on a recent five days’ cruise. 
Following is the letter: 


“Dear Friend: You are going to 
buy some more life insurance—if 
you are healthy. It may be now 
or next month, or next year, but 
you will buy it. 

“Who will you buy it from? I 
want you for a customer, even 
though I haven’t been camping on 
your trail. 

“Will you let me write yor your 
next life insurance policy? If so, 
will you let me know, on the back 
of this letter, when you will prob- 
ably be ready? 


“FRED LAWTON. 


“One of the men to whom this let- 
ter was sent wrote a note on the bot- 
tom reading: 

“‘This is a hell of a good letter. I’m 
sold. Not quite ready. You will hear 
from me.’” 

Mr. Lawton always sends letters to 
the home address, and marks the en- 
velope “Personal.” That’s the best 
way to have all the members of the 
family read it, was his concluding 


H, H. Steiner Tells 
of Selling Factors 





SELF-MASTERY AN ESSENTIAL 





Common Sense Points About Mind and 
Body Culture Given By Agency 
Superintendent 





New London, Conn., September 8.— 
H. H. Steiner, superintendent of agen- 
cies of the Connecticut Mutual Life, 
delivered a talk on salesmanship at 
the convention of the $100,000 and 
$200,000 Clubs of the company at the 
Hotel Griswold here today. In review- 
ing a few of the factors in life insur- 
ance salesmanship Mr. Steiner made 
these points, among others: 

“Self-Management. A life insur- 
ance agent plays a dual part; he must 
be both employer and employe. In 
the first role he must manage; and in 
the second he must submit to his own 
management. Most men are able to 
rely upon some other man for the ini- 
tiation of their activities, but the life 
insurance salesman, after he has ad- 
vanced to a point where he no longer 
has his general agent or supervisor 
working for him, must supply his own 
motive power. 

“Mind Culture. It is necessary for 
us to train our minds to clear thinking, 
to the analysis of our problems, to the 
logical presentation of our projects, 
and to the ability to turn quickly and 
without loss of time from one phase 
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successful an agent must develop a 
prevailing habit of talking in the lan- 
guage of his prospect and not in life 
insurance parlance. And, finally, we 
must train ourselves to decide quickly 
and to exert at our pleasure the will 
to act. In other words, he must train 
himself to be a self-starter, and such 
training will not ordinarily be accom- 
plished without some study along 
these lines. 

“We must school ourselves to con- 
stant self-analysis and by this means 
make sure that we are becoming de- 
linquent in the practice of anv of the 
factors which contribute to proficiency 
in our vocation. One of-the greatest 
drawbacks to the development of a 
successful salesman is the fact that 
most men are prone to avoid self- 
analysis and allow themselves to be- 
come satisfied with their accomplish- 
ments and hence do not continually 
prod themselves and strive for higher 
and better things in their chosen pro- 
fession. Never rest satisfied: we can- 


not remain stationary. We must 
progress or retrogress. 
“Body Culture. While it is not 


within the scope of this paper to sug- 
gest an outline of personal hygiene 
and physical culture we do wish to 
put it on record as an essential fac- 
tor in the training of a salesman that 
he keep himself in good physical 
shape. A healthy mind is a product 
of a healthy body, and one cannot 
expect to stand this strain of dominat- 
ing one interview after another, week 
in and week out, unless he pays spe- 
cific and well-planned attention to his 
health. With a mind cultivated and 
trained to concentrate upon one’s vo- 
cation and with good health it will 
be possible to conduct all of one’s af- 
fairs, both business and personal, on 
a systematic basis.” 





Notes of Convention 


New London, September 8.—In 1866 
or 1867 the Connecticut Mutual Life 
led all other companies in business in 
force. Its biggest new business year 
was in 1866. Even the record for that 
entire year has been exceeded by the 
production of 1919 for.the first seven 
months. 


One of the most interesting figures 
here is “Ted” Stein, who although 
blind since his twentieth year, easily 
qualified for the $200,000 Club. He is 
with the Davenport agency. 


Three women are attending the con- 
vention, having qualified for club mem- 
bership. 


Covering the Connecticut Mutual for 
the Hartford papers is Harry Martin, 
the famous golf writer. 





804 MEMBERS $100,000 CLUB 





Paid For Production $96,774,589 in 
41,195 Applications for the 
Year is Record 





The New York Life announces that 
the $100,000 Club, class of 1919, has 804 
members, who paid for $96,774,589 of 
insurance on 41,195 applications. This 
is an increase of 138 Club members and 
$16,613,705 production of business over 
1918, and is the largest gain in volume 
and membership in any previous Club 
year. 

Benzo Hayashi, of Honolulu, is the 
president of the Club. His production 
was $154,000 on 135 applications. Pat- 


rick J. Hannity of the Exchange Branch 
New York City, is vice-president at 


large. His production was $131,910 on 
135 applications. 





THE EASTERN 


UNDERWRITER 


September 12, 199 


el 














LIVE HINTS FOR BUSINESS GETTERS 


Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 

















A proposition in Utah 

Safeguarding to tax the legal reserve 

Funds of of insurance companies 

Policyholders aroused the insurance 

commissioner of that 

state, R. S. Wells, who made the fol- 

lowing statement on the general sub- 
ject of reserves: 


“Undoubtedly this proposition was 
due to an erroneous conception of the 
nature of these reserves. Indeed the 
lack of understanding on this subject 
is so general even among the educated 
classes that one is not surprised even 
when it crops out among the members 
of the Legislature. From those who 
really desire to understand come ex- 
pressions like these, ‘Is this legal re- 
serve deposited with the insurance de- 
partment?’ ‘Where do they keep it?’ 
‘Don’t they segregate it from their 
other assets” ‘These insurance com- 
panies pile up millions of dollars of 
legal reserve and I think they ought 
to pay taxes on it.’ When they are 
informed that the ‘Reserve’ is a lia- 
bility and not an asset—that it repre- 
sents that part of the assets which the 
company does not own and must even- 
tually pay to the policyholders or their 
beneficiaries and that it is the cash 
premiums of the policyholders invested 
in productive securities already taxed 
before they paid it—taxed again as 
property when invested and still again 
as premium income when they paid it 
to the company and that the tax al- 
ways comes out of the policyholder’s 
pocket or is deducted from the trust 
funds of their widows and orpaans 
when he is no longer able to provide 
for them—then they begin to realize 
the absurdity of the proposition. 

“The ‘legal reserve’ of life insurance 
companies is what its name implies. 
It is the liability of the company for 
that part of the premiums collected 
from policyholders which the com- 
panies are required ‘by law’ to set 
aside and hold in trust for the benefit 
of the beneficiaries of the insured. The 
law of this sthte makes the American 
Experience Table of Mortality with an 
assumed interest rate of 3% per cent 
the basis for determining the value of 
all outstanding policies or the ‘legal 
reserve. For example, A policy for 
$1,000 taken out at age 35 on the 20 
payment life plan would be valued at 
the end of the 20 years when all the 
premiums were paid at $566.15 and 
every such policy would be credited 
with that amount because $566.15 ac- 
cumulating interest at 3% per cent per 
annum would be worth $1,000 when the 
insured attains the age of something 
over 68 years, when it ts expected he 
will die. Any particular policyholder 
may die sooner, or he may live longer, 
but on an average those now living at 
age 35 will live between 33 and 34 
years longer according to the Amert- 
can experience table above referred 
to. So that the value of all outstand- 
ing policies computed on this basis 
constitutes the ‘legal reserve,’ a fund 
which the companies are required by 
law to maintain in vorder to enable 
them to pay their policy claims when 
they shall mature by the death of the 
insured. 

“For the safeguarding of this fund, 
insurance departments have primarily 
been established; this fund does not 
belong to the companies—the latter 
are merely the custodians holding it in 
trust for the beneficiaries of the policy- 
holders. 

“My purpose in making these com- 
ments is that I may register my pro- 
test against the ever recurring efforts 
at every session of the legislature to 
impose additional burdens—not upon 
the companies as erroneously imag- 
ined, but upon the people, the policy- 


holders and their beneficiaries, their 
widows and orphans who of necessity 
are compelled to pay the bill. 

“Believing, too, that this tendency 
to adverse legislation against insur- 
ance companies, like the still more 
deadly socialistic tendency which, in- 
vading and even usurping the domain 
of individual enterprise, strikes directly 
at the fundamental principles’ of 
human liberty, is mainly caused by 
this lack of understanding, I have ven- 
tured to offer these few comments by 
way of explanation; and again I desire 
to say in commendation of the mem- 
bers of our recent legislature that 
they, in response to the governor’s 
warning advice against ‘freak legisla- 
tion,’ promptly rejected all such pro- 
posed measures as will be verified by 
— foregoing resume of ‘defeated 
i s.’ ” 


* * # 


As any experi- 
Effect of Lapses enced man_ knows, 
on Old and New says The Pruden- 

Production tial, the company 

has on every debit. 
families paying from fifty cents to a 
dollar or more per week which years 
ago paid only ten or fifteen cents and 
which both the agent and the assis- 
tant had frequent occasion to strive 
earnestly with in order to save the 
smaller premium during the first few 
years. Had they not succeeded then, 
the company would not have these 
families on its books today. 

“We all have troublesome cases, 
some of them for small premiums, that 
require much time and patience to 
hold, and it might seem good business 
policy at times to let them go, particu- 
larly so to the agent, if his special 
salary is not affected,” says The Pru- 
dential. “Let us remember, however, 
that, as a rule, people are not in ar- 
rears by choice, that conditions and 
circumstances may change and that 
what is a difficult case today may be 
a very desirable case by and by. If 
we are able to hold on to it, we are 
not only in a position to write more 
industrial insurance, and _ possibly 
more ordinary, in these families, but 
in the course of time, as we call to 
collect, we may meet their relatives 


and friends and insure them, wnich we 


State Mutual Life | 


Assurance Company 


of WORCESTER, MASS. 
Incorporated 1844 


_ ms 
SEVENTY-FIFTH ANNIVERSARY YEAR 


For 75 years—far longer than the average life—the 
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would not have done, had we lost pa- 
tience and let go of the business when 
circumstances were unfavorable. 
“Mrs. Brown, who has carried and 
paid fairly on _ thirty-five or forty 
cents’ worth of insurance for the last 
three or four years, moves from one 
part of the city to another, or from 
one city to another. Now, the expense 
of moving has made her short of 
change. Not caring to tell the agént, 
a stranger to her, that she cannot pay 
the premium, she tells him she will 
drop the insurance. To be told this 
on his very first call does not look 
good to the agent, and his first im- 
pulse is to make the mental observa- 
tion, ‘If you are going to lapse, now 
is the time.’ But the agent under- 
stands that the company owes its pol- 
icyholders service, that this must be 
rendered by him as the company’s di- 
tect representative, that a 2good por 
tion of the premiums he collects is 
paid to him for just such service and 
thet the proper thing to do is to make 
every effort right there and then to 
save the business. If he does save it, 
he will probably, as I pointed out be- 
fore, not only write more insuranee 
with this same family in the future, 
but may also write the relatives, 
friends and acquaintances; but if the 
proper effort is not made and the policy 
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is allowed to get into arrears, the case, 
of course, is liable to lapse. 

“Let us see, in this event, how it 
may very soon affect the interests of 
this same agent. In the same neigh. 
borhood, he has the Jones family jp. 
sured, fifty cents’ worth of new busi- 
ness, and, naturally, in the course of 
time, Mrs. Jones learns that Mrs. 
Brown, after paying for a number of 
ya@ars, has lost her insurance, conse. 
quently Mrs. Jones may also conclude 
to give up hers. The agent will cer. 
tainly find it more difficult to save 
Mrs. Jones’ insurance than he would 
have Mrs. Brown’s, as it is compara- 
tively new business; nor will he find 
it as easy to write the Smith family, 
whom he has been trying to interest 
and who live in the same neighbor. 
hood. Thus you com see the imme 
diate loss to the agent through lack of 
proper effort. to save one single case, 
and the consequent losses to himself 
and other agents are a matter of con- 
jecture. Therefore, it is to our own 
interest to try to hold business under 
any and all circumstances, that is, bus- 
iness that can and should be held: 
and if all of us would do that at all 
times, our opportunities for the pro- 
duction of new business, both indus- 
trial and ordinary, would be even 
greater than they are now.” 

” + - 


The increased cost of living 
makes need for more life 
insurance, says the Imperia! 
Life. While a man is alive 
he can manage to take care 
of the increased cost of living. But 
dead, the dollars are only dollars, and 
there must be a sufficient number of 
them or the family will suffer. 


Well Put 





GOING STRONG 


The total examined business of the 
Bankers Life Company of Des Moines 
for the first eight months of the year 
amounts to $55,000,000. The average 
monthly production for the three sum- 
mer months of the year was over 
$7,000,000. Every indication is that 
the company will substantially exceed 
its aim of $80,000,000 for the year. 





VETERANS JOIN UNION MUTUAL 


E. S. Valentine, veteran California 
life insurance man, who will be Ir 
membered as one time manager for 
the State Life at San Francisco, as 
re-entered the business with Geo. I 
liott Hunt, manager for the Union Mu 
tual Life in California. Mr. Valentine, 
besides doing personal production for 
the Hunt office, will handle the latters 
agency development work. 
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The Thrift Campaign reinforces the Provi- 
dent agent’s canvass for long endowment. 
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Thomas F. Tarbell, actuary of the 

Connecticut insurance department, 
read a paper on “The Effect of Influ- 
enza on Insurance” at the National 
Convention of Insurance Commission- 
ers at Hartford on Thursday. He said 
i rt: 
"oe home divided the present investi- 
gation into three parts: first, the effect 
of influenza upon mortality and sick- 
ness; second, the effect of influenza 
upon the increase in new business, and 
third, the effect of influenza upon pre- 
mium rates. As regards influenza 
claims I wish to point out that I have 
included therewith claims due to la 
grippe and pneumonia. The three are 
so closely related that, as I found from 
the previous investigation, more satis- 
factory results would be obtained by 
taking them together than by making 
an attempt to segregate the claims due 
solely to influenza. For instance, in 
many cases the cause of death was 
pneumonia following influenza, and 
many deaths are stated as due to la 
grippe which unquestionably were due 
to influenza. 

“In connection with the former in- 
vestigation we found that only a few 
companies were in a position to state 
ihe increase over the normal rate of 
mortality due to influenza for the full 
period affected. Accordingly, in the 
present instance, I decided to obtain 
data based upon amounts of claims, 
both total claims and those due to in- 
fluenza, la grippe and pneumonia. 

“The various companies and socie- 
ties responded to the request for in- 
formation in a most commendable 
manner and the data furnished were 
complete, and in my opinion, highly 
satisfactory. This is especially true of 
the life companies and fraternal so- 
cieties. Many of the health and acci- 
dent companies were not in a position 
to furnish the information requested. 
I anticipated this fact but am satisfied 
with having received more or less 
complete returns from 21 companies 





insuring public. 
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out of 41 canvassed. Although claims 
were requested upon the incurred 
basis, a few companies and societies 
could furnish the information only 
upon the paid basis. I do not think 
the difference is material in the case 
of an investigation made upon the 
plan followed in the present instance. 
The same also applies to the fact that 
several companies and societies re- 
ported new business on the paid for 
rather than upon the written basis. 

“To proceed to the statistics ob- 
tained especially for the present in- 
vestigation. I submit the following as 
to the total amount of death claims, 
as well as the amount of such claims 
due to influenza, incurred during the 
period from October 1, 1918, to March 
21, 1919, in the case of 31 life com- 
panies. 

“Amount of death claims incurred 
from October 1, 1918, to March 31, 
1919, $252,163,901. 

“Amount of such claims due to influ- 
enza, la grippe and pneumonia, $120,- 
443,469. 

“The influenza and kindred claims 
represent 47.8 per cent of the total 
claims. 

“It would thus appear that so far as 
our statistics go we may reasonably 
assume that the mortality rate wag 
almost double that of the normal dur- 
ing the period under consideration. 

New Business 

“That the amount of new business 
written by life companies during the 
first half of the current year has 
greatly increased when compared with 
the 1918 results is a matter of com- 
mon knowledge in insurance circles. 
Various reasons have been advanced 
to account for this great increase, 
among which may be mentioned the 
following: 

“(1) The influenza epidemic, (2) ad- 
vertising given life insurance by the 
government insurance on soldiers and 
sailors, (3) general prosverity, (4) de- 
crease in the purchasing power of 





money, (5) group insurance. (6) cor- 
poration and inheritance tax insur- 
ance. 


“It is of course impossible to mea- 
sure the effect of any one cause and 
any treatment of the question must be 
general. I submit the statistics of 
the life companies and will discuss 
briefly some of the causes of increase. 
The returns are based upon the ex- 
pzrience of 29 companies. 


Percentage of 
Increase or 

decrease over 
previous years 


Insurance written first 
six months of the year 
1916... .$1,718,643,255 


1917.... 2,123,055,953 23.5 increase 


1918.... 1,868,362,217 12.0 decrease 
1919.... 3,342,118,296 78.9 increase 
“The increase for the first six 


months of 1919 is indeed remarkable 
as compared with the same period of 
1918. I would point out, however, that 
an interesting situation is disclosed if 
we go back and consider the 1915, 
1916 and 1917 increases. In order to 
test the increases for these three 
years I referred to the Connecticut 
insurance reports for the business of 
the years 1914, 1915, 1916 and 1917. 
On the basis of total business written 
in each year (paid for basis) I found 
that the percentages of increase were, 
approximately 6 per cent, 17 per cent 
and 20 per cent, respectively. From 
the foregoing it is evident that for the 
years 1916 and 1917 there was a large 
increase in new business written. 
“This increase I believe was due to 
the general prosperity in the United 
States resulting in a large measure 
from the part played in furnishing the 
belligerent nations with munitions and 
other war materials. The decrease in 
1918 was no doubt due to our active 
participation in the world war. I have 
assumed that the year 1918 would have 
shown the same percentage of increase 
as the year 1917 had like conditions 
existed, and have taken the percentage 
of 23.5 determined from my statistics 
for the first six months of 1916 and 
1917 as the measure of increase. Ap- 
plying this percentage to the 1917 
figures. we arrive at $2,621,.974.102 as 
the normal writings for the first six 
months of 1918. Comparing the writ- 
ings for the first six months of 1919 
with our hypothetical 1918 amount, we 
would obtain a percentage increase of 
27.5. If 23.5 per cent represents the 


THE MOST VALUABLE POLICY FOR YOU 
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WILLIAM N. COMPTON, General Agent 
Metropolitan District 
St. Paul Bldg., 220 Broadway, New York, N. Y. 


normal increase, there is left but 4 
per cent to be accounted for by the 
various forces which have been put 
forward to explain the increase in the 
1919 business. Figures and percent- 
ages do not always reflect the truth. I 
am convinced, however, that had the 
year 1918 not been affected by our ac- 
tive entrance into the war, the 1919 
growth would not have been consid- 
ered as remarkable. 

“As to what effect the influenza epi- 
demic has had upon the increase in 
new business, I have concluded that 
it is something we can only make a 
guess at. Personally I am of the opin- 
ion that the three important factors 
contributing to the 1919 increase are 
influenza, government insurance for 
sailors and soldiers, and general pros- 
perity. Of these three factors I be- 
lieve that general prosperity is in the 
lead with influenza and government in- 
surance running a close second. Our 
industrial population has enjoyed an 
unprecedented prosperity and has been 
spending money freely. Insurance 
officials with whom I have discussed 
the subject advise me that their 
agency forces have been diverting a 
fair share of this money to invest- 
ment in life insurarce. There has 
been a fertile field opened up among 
people who heretofore have carried 
little or no insurance whatever, but 
who now have the means of carrying 
substantial amounts. 

“As respects the other factors of in- 
crease, group insurarce, corporation 
and inheritance tax insurance and de- 
crease in the purchasing power of 
money, I believe the first two have 
contributed to a certain extent. In 
these troublous days of industrial un- 
rest, in which strikes are the order of 
the day, there is no doubt but that 
the growth of group insurance has 
been stimulated. I have rather grave 
doubts if up to the present time the 
decrease in the purchasing power of 
money has had an appreciable effect 
upon the increase in new business. 

“It takes time to educate the public 
in life insurance matters, unless we 
have striking examples to put forward, 
such as the influenza epidemic or the 
government insurance plan. If the 
present scale of prices should con- 
tinue, no doubt in time life insurance 
would adjust itself to the 50 cent dol- 
lar. We cannot say that the workman 
who has become comparatively pros- 

(Continued on page 9) 
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In the current issue of its 
Guard,” the Imperial Life of Toronto 
answers questions which have recently 
been received from tne public. Here 
are the questions and answers: 

Question: I have a surplus out of my earn- 
ings that I can lay aside from year to year. 
What form of policy would you advise as an 
investment for this money? 

Answer: This is a question which 
we would not be serving your best in- 


terests should we attempt to answer 
it without more information as to your 
particular needs. For example, it may 
be that you have young children who 
would be left practically pennilesg at 
your death and that, in consequence, 
your great need in the matter of in- 
surance is for protection to them 
should you die before they have 
reached an age where they can take 
care of themselves. In such case, a 
policy calling for the maximum 
amount of protection which can be 
secured for the premium you can af- 
ford *o pay would be what is required. 

If, on the other hand, protection for 
dependents is desired, but you con- 
sider it just as imgortant that you 
should be laying aside something 
from your present earnings for your 
own support in old age, then we should 
recommend a policy under which the 
sum assured would be payable to your 
self on reaching, say, age 60, and would 
be payable to your dependents in 
event of your prior death. 

However, as previously stated, your 
interests can be best served only when 
full particulars are known, and it is 
our aim to employ only such repre- 
sentatives as will have the necessary 
knowledge and experience to advise 
you capably as to the form of insur- 
ance best suited to your needs. On 
the understanding that you will be 
placed under no obligation miay we 
have a representative call and discuss 
the matter with you? 

Interest on Policy Loans 

Question: Why does the Company charge me 
interest on a loan under my policy, when it 
is really only handing me back part of the 
money I have paid in? 

Answer: Policy toans are made 
from a fund which the company has 
on hand, known as the policy reserve 
fund. This reserve is a sum of money 
which, with the interest on it, together 
with any future premiums payable on 
the policy, is required in order that 
the company may carry out the bene- 
fits guaranteed by the policy contract. 
So. long, therefore, as the policy re- 
mains in force and the company is 
under liability to pay the full sum as- 
sured: ‘at death or if an endowment 
policy, to pay the sum assured at the 
end of the endowment period or prior 
death, it is essential that interest be 
received on that part of the poiicy re- 
serve fund which has been advanced 
to the policyholder by way of a loan. 
The interest on funds held to the 
credit of the policy, whether such 
funds, are.invested by way of a loan 
to the policyholder or tnvested in sep- 
arate securities, is just as necessary 
to enable the. company to fulfill the 
policy contract as are the premium 
payments themselves. 

Partnership Insurance 

Question: Is a Term Policy, say, from five to 
ten years’ duration, the best policy that can be 


taken by our firm in order to protect our part- 
nership interests? 


Answer: If a contracting firm were 
undertaking some particularly large 
contract, the successful carrying out 
of which depended upon the survivance 
of one or more partners in order that 


“Lifethe work might be carried through to 


a successful completion, then these 
would seem _ circumstances under 
which term policies on the lives of 
these partners, expiring at the same 
time as the contract would be com- 
pleted, might be a suitable form of 
policy. 

If, however, the partnership is an 
ordiwary business concern, in which 
the several partners are vital factors, 
then the most desirable form of policy 
would seem to be separate policies on 
the lives of each, taken out on some 
permanent form of insurance, such as 
the life or endowment plans. Such 
policies have a constantly increasing 
cash surrender value after the third 
year, and this cash surrender value can 
be entered in the assets of the firm, 
considerably reducing the yearly out- 
lay. Also, by taking separate policies, 
if the death of one partner occurs, the 
insurance money under his policy is 
paid over to the firm and the policies 
on the surviving partners are not dis- 
turbed. Similarly, if one or more 
members of the firm should leave and 
new members be taken in to replace 
them, the policies on the outgoing 
members can be surrendered for their 
cash surrender value and new policies 
placed on the incoming members. 


Half-Yearly Premium Rates 
Question: My premiums are payable half- 


yearly and I notice the half-yearly rate is 
more than one-half of the yearly rate. Will 


you kindly tell me why this is, and also whether ° 


I can have my premiums changed to yearly? 


Answer: The reason the _half- 
yearly premium is greater than one- 
half the yearly premium is that pre- 
miums are made upon the basis of 
being payable yearly, in advance. If 
payment of one-half of the premium 
is deferred six months, the company 
has to charge interest on that portion 
of the premium deferred and it also 
has to make an additional charge for 
the trouble and cost of collecting two 
premiums each year instead of one. 
It is to the advantage of each policy- 
holder, if he conveniently can, to make 
payments yearly. 

The change from _ half-yearly to 
yearly can readily be arranged. All 
that the policyholder has to do is write 
to the company, when a formal re- 
quest for the change will be sent to 
him for signature. On the company 
receiving this signed request, it will 
forward a form to be attached to the 
policy making the desired change. 





BUSINESS INCREASING 


A. C. Mead, general manager of the 
Eastern department of the Merchants 
Life, Iowa, says that the monthly pro- 
duction of the Philadelphia office is 
steadily increasing and that new paid 
business in the Eastern branch reached 
$173,000 in August. 
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RICHMOND, VIRGINIA 
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()% POLICY CONTRACTS contain 


all provisions consistent with safe 
underwriting and are guaranteed by a je. 
posit of the full legal reserve with the 
State. Our promises are all in our con- 
tract. Good centracts for up-and-doing 
agents. 
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The Columbian National Life Insurance Company 
Boston, Massachusetts 
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Sees Opportunities For 
Business Insurance 





SUN LIFE MAN’S CALGARY TALK 





William May, Jr., Gives Examples of 
Situations Where Life Agent Can 
Enter Effectively 





One of the most interesting papers 
read at the Dominion Life Underwriters’ 
Convention at Calgary, Canada, was on 
“Business Insurance,” the speaker being 
William May, Jr., inspector of the Sun 
Life, Toronto. Mr. May said in part: 

We have a form of business which is 
very common, namely: the partnership. 
You will find combinations of two busy 
all over the land. The man with money 
plus the man with practical knowledge; 
the man with the practical knowledge 
of manufacturing plus the man with the 
selling power. The inventor plus the 
man with a knowledge of modern busi- 
ness; the motor engineer plus the motor 
salesman; the skilful buyer of soft goods 
and the skilful seller. Male and fe- 
male, do you find them. The woman 
with the creative instinct for dresses or 
hats, and the man who buys the raw 
material and superintends the help. 
Sometimes the function of the sexes is 
reversed, particularly in the making 
and selling of ladies’ suits. Their names 
stare you from advertisements. Their 
stores are to be seen on nearly every 
street. 

You pass their plants nearly every 
day, and every time you pass you are 
passing a couple of excellent prospects 
for “Business Assurance.” Their need 
for “Life Assurance” is obvious and 
very easily demonstrated. Take a typi- 
cal case—the man with money and the 
man with the practical knowledge. Ap- 
proach the man with the practical 
knowledge first and point out to him 
what is going to happen if the man with 
the money dies. The practical man gen- 
erally moves in a different social circle 
from his partner. The wives do not 
like each other, and our man with the 
practical knowledge ninety-nine times 
out of one hundred would not relish the 
thought of carrying on business during 
the whim of his partner’s widow. Then 
again, the chances are great that the 
widow would not carry on the business. 
She would want the practical man to 
buy out her husband’s share, and he 
knows that would be impossible on ac- 
count of his lack of capital. Show him 
what partnership insurance would do. 
Five thousand or ten thousand would be 
immediately available when the crash 
came, and instead of returning to the 
bench to work for someone else, he 
would be in a position to satisfy the de- 
mands of his partner’s widow and car- 
ry on for himself. Nothing but Life 
Assurance can do that for him. 


The Man With Money 


Next, take the position of the man 
with the money. He generally runs the 
office, buys the raw material under the 
direction of the practical man, and deals 
with the manufacturer’s agent. He’s 
not going to be ruined if the practical 
man dies. He will still have his money 
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and the plant. But he’s going to face a 
loss in spite of all that. There is, first, 
the halting of the business until a sub- 
stitute is found. There is, second, the 
increase in wages, for he will naturally 
try to get a good man, and good men 
are all already employed and have to 
be tempted by large wages. Remember 
also, that a man working for wages 
alone demands a higher scale than a 
man working for wages and a share of 
the profits; and, further, a man work- 
ing for wages alone is not as much in- 
terested, and, consequently, profits are 
not so large. Here again, the man with 
the money is faced with a loss. Having 
satisfied the widow of his original part- 
ner, he has either to face an era of 
decreased profits, or allow the substitute 
a share. Whatever happens, his own 
share of the profits are decreased. So, 
Mr. Money-Man in the end would be 
better off if he agreed to the putting on 
of the insurance. 

Take another type of partnership— 
the manufacturer and the salesman. 
The one cannot do without the other. 
It takes both to run the business suc- 
cessfully. Suppose they both put in the 
Same amount of money. The chances 
are great that their combined cash does 
not over-capitalize the business. The 
banker has to help out occasionally un- 
til the notes taken in payment of goods 
mature. The manufacturer knows his 
end thoroughly. He is perfectly happy 
surrounded by the whirl of the ma- 
chines. The salesman knows the road. 
North and South, East and West he 
meets friends and customers. Things 
are going so well that each of them 
will soon be selling their Fords and 
buying automobiles. Suddenly a stone is 
found in the manufacturer’s kidney, or 
something goes wrong with the sales- 
man’s gall-bladder. The doctor is fol- 
lowed by the surgeon, the surgeon by 
the weeping relatives, the relatives by 
the undertaker, the undertaker by the 
officiating clergyman,—and the whole 
scene is changed. Gone are all their 
dreams of success. The surviving part- 
ner still drives a Ford, or he uses the 
street cars because the banker has 
called in his loans. The new salesman, 
or the new manufacturer, is making a 
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Opportunities for Business Insurance 





mess of things, not having that inti- 
mate knowledge which his predecessor 
possessed. The widow of the dead part- 
ner is causing trouble. Nobody can 
make her understand why she should be 
getting less money now than she did 
when her husband was alive. She does 
not appreciate the fact that her hus- 
band received wages and profits, and 
that he is no longer in a position to 
earn She will not realize that 
her husband’s death has caused a less- 
ening of the profits. She always knew, 
at any rate, that her husband was the 
brains of the concern, and, acting on 
the advice of her uncles, her cousins, 
her sisters and her aunts, she demands 
her share in cash, so that the surviving 
partner is faced with the finding of new 
capital, or the destruction of years of 
his life work. What a difference a life 
policy would have made. 


Keep your eyes opened and your ears 
tuned and you will find all sorts of op- 
portunities. An aggressive agent was 
walking along a street one day when 
he came upon a number of workmen 
digging a hole. ‘““What’s going on here?” 
he enquired of a passerby. “I think 
they are going to build a theatre.” 
“Who's they?” “Don’t know.” Inquir- 
ing again he soon found out that it was 
the proprietor of the two local theatres. 
Knowing that the theatre proprietor 
had already his hands full, he naturally 
wondered where the money was coming 
from. It did not take long for a few 
judicious inquiries to elicit the required 
information. He soon found out that a 
building contractor had been approached 
by the theatre proprietor with the pro- 
posal that a modern theatre be built 
and amalgamated with the two existing 
theatres in an effort to monopolize the 
theatre business of that community, the 
byaikding contractor to become a partner 
in the enterprise. Amongst the first call- 
ers on the building contractor next 
morning was the aggressive agent. 

“That’s a fine theatre you’re going to 
build, Mr. Contractor; it’s going to cost 
a lot of money.” “It’s going to be worth 
it,” says the contractor. “I’ve no doubt 
it will, if the foundation be laid proper- 
ly.” And off goes the contractor on an 
explanation of piles and beams and 
brick and stone, and growing enthus- 
iastic over his vision of the accom- 
plished work, he speaks of ventilation, 
stage facilities, decoration and seating 
accommodation, and he tells of the suc- 
cessive nights when “Standing Room 
Only” signs will be up and hundreds 
seeking admission will be turned away. 
Mr. Agent listens gravely and atten- 
tively and agrees that all these things 
will come true if the theatre be man- 
aged properly. The contractor, thor- 
oughly aroused, instances the success 
of the theatre manager. That manager 
was born to be what he is. One has just 
to look at what he is doing today. Again 
the agent agrees thoroughly and prompt- 
ly. His time for action has now come. 
“Listen to me, Mr. Contractor. You 
spoke just now of the solidity of the 
foundation you were laying for that 
theatre. Why not lay a proper founda- 
tion for the security of your enterprise. 
To make that theatre go you require the 
Piles, the beams, the brick and the 
stone, but as essential as these are the 
brains and ability of the theatre man- 
ager. Take that away and your Stand- 
ing Room Only boards will be replaced 
by boards on which will be displayed 
‘To be Sold’ or ‘To Rent.’ Wisdom dic- 
tates to you that you insure the life of 
the theatre manager for a substantial 
amount, and then your enterprise will 
be founded on the living rock, and not 
even the Great Destroyer, Death, will 
upset it.” And so the agent out of that 
hole where men were digging sand and 
npg and clay, dug an application for 


Sells Few Term Policies 
Now as to the plans to he used. Per- 


sonally, I never use a term policy ex- 
cept in special cases, such as for in- 
stance a publishing house which has 
acquired a certain book not yet complet- 
ed. The publishing house would have 
an insurable interest in the life of the 
author, which interest would terminate 
the minute the book was completed. 
The great objection to the term is that 
it is temporary insurance, and that it 
is practically impossible beforehand to 
determine when the necessity for the in- 
surance will cease. While I have used 
special plans which I have indicated, 
my general practice has been to use 
Life or Limited Payment Life. I have 
found that one of the great difficulties 
to overcome was the fact that the busi- 
ness man generally looked at the total 
premium as a cost, and in an effort to 
overcome this, I have invariably used 
the illustrations which you will find dis- 
tributed. One is entitled to use the 
cash value of a policy at the third year 
as an asset and the increased amount of 
the cash value as an added asset for 
each subsequent year, thus demonstrat- 
ing that the yearly cost is small, and 
that under the Limited Payment plans 
the increase in assets gradually be- 
comes greater than the amount of the 
premiums. 

I do not like the joint policy. Its one 
advantage is that the premiums are less 
than those for two separate policies. 
Its disadvantage is that if one dies the 
other_is left without insurance and may 
be physically unfit to obtain it. It is 
true also that if the partnership should 
be dissolved—and such things do happen 
—the policy becomes useless, whereas 
under similar conditions separate pol- 
icies can be quite easily handled. 

Great care has to be taken in filling 
out the application in order that, when 
death occurs, the insurance money may 
be payable promptly and without trouble 
to the proper beneficiary. I have found 
myself between the devil and the deep 
sea on more than one occasion in 
handling settlements on business insur- 
ance, and I have not yet made up my 
mind whether the Corporation lawyer, 
or the Insurance Company’s legal ad- 
viser was the devil. In order to prevent 
any question about the matter I have 
made the person to be assured sign the 
application, and have made the corpora- 
tion the beneficiary. I have stated in 
my application that the corporation was 
to pay the premium. At the same time 
I have submitted full evidence as to the 
reason for the insurance and the insur- 
able interest. After the premium was 
paid I have had the official insured as- 
sign the policy absolutely to the cor- 
poration. It has always amazed me that 
a business man is willing and ready to 
buy on behalf of his business any kind 
of insurance except Life. He will in- 
sure his plate glass windows. He will 
worry the fire insurance broker until he 
receives his fire policy. He will go 
frantic if he finds an employe handling 
cash without a bond. He will pay pre- 
miums for burglary insurance, and he 
will without hesitancy put on insurance 
which will indemnify him against loss 
of use and occupancy of his buildings 
and plant, but he will shy at a proposi- 
tion from a life underwriter who wishes 
to protect his business against the irre- 
parable loss of the brains, the exper- 
ience and the intimate knowledge which 
make the foundation of all business suc- 
cess. 

When you examine the situation it is 
bound to astonish you that the modern 
business man with his highly trained 
intelligence and his readiness to take 
hold of everything of use to him in his 
business should not use life assurance 
to a greater extent than he does. 

Stupidity cannot be the cause. It must 
be ignorance, and we who are the 
teachers of mankind in use of life 
insurance, must sweep that ignorance 
away and take advantage of the mag- 
nificent opportunity to benefit the world 
of business and ourselves, 
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THE RIGHTS OF 
THE INDIVIDUAL 


AND THE SAFEGUARDS OF INDIVIDUAL RIGHTS 


Rights and duties are personal. Pleasure and pain are personal. 
The combined rights of individuals make up the rights of nations, and 
the “rights” of nations sometimes clash. It was for the protection of 
these individual rights that Americans entered the war; it was to defend 
these rights that we raised vast armies, disciplined and equipped them, 
and sent them overseas to fight. It was for individual rights that our 
men fought so heroically. Their victory is a victory for individual rights. 


Laws and courts and treaties and bailiffs and armies are properly 
the safeguards of individual and national rights. The first law of man- 
kind was club-law—the law of the strongest—the law of the jungle. 
The ultimate law—the law toward which Democracies are struggling— 
will be the law which gives every individual his rights, harmonizing 
them with other men’s rights. 


In a Democracy men are assumed to have been born with certain 
inalienable rights which are protected and restrained by laws which men 
themselves more or less directly make and execute. 

Laws are not rights; they should define rights and be their safe- 
guard. 

Apply this reasoning to Life Insurance and see how reasonable and 
how imperative it becomes. 


The wife, who is the home-maker, and who, while making the 
home, loses the opportunity to earn an independent income, has the right 
to some sort of protection against the risk of her husband’s death. 
Children have a right to be well brought up and well educated. These 
rights should be safeguarded as against the death or total disability of 
the husband and father. In most cases there is no safeguard except 
Life Insurance. 

The rights of the individuals—husband, wife and children—are 
written in the policy, and are further safeguarded by the accumulations 
of the insuring company and by the laws under which it operates. You 
can’t live real democracy without insuring your life. 


The New York Life Insurance Company issues a Policy insuring 
against the risk of death or total disability. Behind each Policy is 
seventy-four years of experience, abundant resources, and the super- 
vision of laws that define and maintain the rights of individuals. 


New York Life Insurance Company 
DARWIN P. KINGSLEY, President 
346 BROADWAY, NEW YORK, N. Y. 
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CAN’T GET WAR INSURANCE 





i Applies to Men Injured or Ill 
Ruling nile Furloughed for Civil 
Work 





Washington, D. C., September 11.— 
Men in the military or naval service 
who were furloughed during the war 
to fill positions in civil life are not en- 
titled to compensation for injuries sus- 
tained or illness contracted during 
such service from the Bureau of War 
Risk Insurance, according to a ruling 
of the attorney general, just made pub- 
lic. The ruling applies to a large 
number of men, especially among 
those who were drafted and afterward 
joaned to former employers and others 
in essential industries during the war. 

Where a soldier has been furloughed 
from military or naval service to per- 
form duties in his usual avocation, the 
attorney general says, he is not en- 
titled to insurance benefits under the 
head of “injury in line of duty. He 
has been deemed more useful in civil 
pursuits than in military or naval serv- 
ice. 

“Such a soldier,” the opinion says, 
“ig not entitled to compensation for in- 
jury sustained or illness contracted 
while so furloughed, regardless of what 
caused it. On the other hand, fur- 
loughs for recreation or to enable the 
soldier to visit his home or family is 
one of the ordinary incidents of mili- 
tary service. While on such furlough 
he will be entitled to compensation for 
injury suffered or disease contracted, 
unless caused by something which 
would bar him if in camp, instead of 
lawfully absent.” 





WOMEN AGENTS PRAISE MEN 





Mutual Life Insurance Company’s Rep- 
resentatives Co-operate; Help and 
Encouragement Given 





At the recent Western Division con- 
vention of the Mutual Life, held in Port- 
land, Ore., a committee of women ag- 
ents, headed by Edith M. Fitch, of Sioux 
Falls, and Ada Daniel, of Milwaukee, 
presented the following resolutions, 
which were unanimously adopted: 

“The women delegates of the Western 
Division of the One Hundred Thousand 
Dollar Club of The Mutual Life desire 
to express their keen appreciation of 
the fine courtesy and hearty welcome 
which has been extended to them by the 
men members of the Club. 

“We recognize the fact that insurance 
is practically a new field for women, 
and we assure our fellow-workers that 
our purpose in entering the field is not 
to crowd out men agents, or to compete 
in unfair ways with our men co-workers, 
but is, rather, to be helpful and encour- 
aging and to assist in the most worthy 
work of providing for dependent fam- 
ilies through our great Company.” 








Effect of Influenza 
On Insurance 
(Continued from page 5) 
perous and who previously carried a 
$500 industrial policy but has gradu- 
ated into the $1,000 ordinary class, has 


doubled his insurance because of the 
shrinkage in the purchasing power of 


the dollar. He has increased his in- 
surance merely because he has had 
plenty of money to spend. The man 
to whom the argument of a 50 cent 
dollar is most likely to make a strong 
appeal is the salaried man carrying 
from $10,000 to $50,000 insurance. He 
no doubt appreciates the argument 
but at the same time his living costs 
have mounted while his salary has 
remained nearly stationary, and ac- 
cordingly he is not in a position to 
double his insurance. 


Premium Rates 


“At the end of the year 1918 while 
the influenza epidemic was still raging 
with scarcely abated fury there was 
considerable speculation in insurance 
circles as to what would be its effect 
upon premium rates. The result is 
familiar to all in a general way, but 
perhaps a few statistics on the ques- 
tion will be of interest. 

“Of the 31 life companies canvassed, 
only 3 stated that they had made any 
increase in premium rates. Of these 
one company, writing both participat- 
ing and  non-participating policies, 
stated that rates had been increased 
on its ordinary life participating pol- 
icies at ages 46 to 60, in order to pro- 
vide a larger margin of safety which 
past experience indicated was desir- 
able. On account of the high ages af- 
fected I do not believe that influenza 
contributed directly to the increase. 
The two remaining companies waich 
increased premium rates on certain 
plans stated that the decision was di- 
rectly influenced by the influenza epi- 
demic. These companies, it should be 
explained, formerly operated on the 
stock plan and mutualized only within 
the past few years. No change in 
rates was made at the time of mutual- 
ization and accordingly the margin of 
safey represented by premium loading 
was not as large as is customary with 
mutual companies. 

“From the comments contained in 
the replies received from the fraternal 
societies which have increased rates, I 
am led to believe that the action of 
the societies was induced not so much 
as a direct result of the epidemic as 
because of the growing belief that 
rates had been inadequate for some 


time past. The epidemic simply served - 


to bring about action which would 
have been taken eventually, regardless 
of any unusual and unexpected drain 
upon the mortuary funds. 

“Of the 23 companies writing health 
and accident insurance which replied 
to the question concerning increase in 
health premium rates, 13 replied in 
the affirmative, 9 in the negative and 
1 stated that the matter was under 
consideration. Some companies report 
that other methods have been resorted 
to with a view to decreasing the ratio 
of health losses, among which may be 
mentioned the withdrawing of unprof- 
itable forms and declining to issue cer- 
tein forms on other than an annual 
premium basis. ‘There is a consider- 
able moral hazard as well as oppor- 
tunity for selection against the com- 
pany in case of health insurance. 


“The increase in health premium 
rates was in nearly all cases attrib- 
uted to the effect of influenza, al- 
though several company officials 
pointed out that the need for increased 
rates had been felt for some time. 
Competition among companies has 
been keen with the result that, as Mr. 
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Mansfield pointed out in Part II of the 
Connecticut Insurance Report for 1919, 
rates have been forced down to a rock 
bottom basis. Companies vied with 
each other in gradually extending the 
benefits granted without an adequate 
increase in premium. As was the case 
with fraternal societies, the influenza 
brought action that would have even- 
tually come, regardless of an epidemic. 
There is no doubt but that the future 
will see further adjustment in pre- 
mium rates. It has been a matter fre- 
quently commented upon in insurance 
journals that the only drawback to a 
general and universal increase in 
bealth and accident premium rates has 
been the failure to obtain uniform ac- 
tion by the companies writnig this 
kind of insurance. One company offi- 
cial refers particularly to this failure 
to obtain uniformity.” 





More 
Power 
To You 


The more push there 
is behind you the more 
power you have. We 
furnish the push. This 
push is the help we 
give our men. No 
other life insurance 
company does as much 
to insure the success 
of its Field Force. Ask 
any Bankers Life man 
or write 
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INSURANCE CO. 
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The 3? Annual Report of the 
Home Life Insurance Company 
cove ee a De care 
pai © policyholders in 
which over Seven Hundred) Phew. 
sand was in dividends. ja- 
fluenza pneumonia epidemic caused 
an abnormal mortality greater than 
any experienced in the pany’s 
history, but notwithstanding s 
the assets show an inerease of 
more than 4% and are now ever 
Thirty-Six Million Dollars, 


The total insurance in f 
increased during the oer in aed 
is now nearly One Hundred and 
Fifty-Nine Million Dellars, 
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Build Your Own Business 


under our direct general agency contraet 
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Reducing Premiums 


See the new low Rates 
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THE MANHATTAN LIFE 
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THE BERKSHIRE LIFE INSURANCE CO. 


OF PITTSFIELD, MASS. 
Incorporated 1851 


W. D. WYMAN, President 
A purely mutual Company, issuing all desirable forms of life insurances. 
ATTRACTIVE LITERATURE 
Ambitious, Productive and Trustworthy Life Agents may be benefitted 
by corresponding with 
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IN THE CENTER OF THE U. S. A. 


is located a big, vigorous, and growing in- 
stitution of Life Insurance. 





2 Our geographical location enables us to 
=| . eirender exceptional service to our policy- 
\\ {holders and field force. 


Over $180,000,000 of insurance in force. 
Investigate for yourself. 


Missouri State Life Insurance Company 


M. E. SINGLETON, President 
St. Louis, Missouri 


= 

















10 


THE EASTERN 


UNDERWRITER 


September 12, 1919 





THE EASTERN 
UNDERWRITER 


This newspaper is. owned and is pub- 
tlished every Friday by The Eastern 
, Underwriter Company, a New York cor- 
eporation, office and place of business 
.105 William Street, New York City. 
Clarence Axman, President and Editor; 
iW. L. Hadley, Secretary and Business 
‘Manager; W..E. Schram, Associate 
Editor. ‘The address of the officers 1s 
the office of this newspaper. Telephone 
2497 John. 

Subscription. Price $3.00 a year. Single 
copies, 25 cents. 

Entered as second-class matter April 
5, 1907, at the Post Office of New York, 
N. Y., under the act of Congress of 
sMarch 3, 1879. 








CHAIN AGENCY IDEA 

Just what the chain system of in- 
surance agencies may have in store 
for agencies already established, is not 
clear. A newspaper recently pub- 
lished .a--rambling story +o the effect 
ithat in Chicago a company has been 
,organized to establish itself in the 
finsurance business through this meta- 
,od: It was also said that the chain 
‘concern would handle all kinds of in- 
esurance as a side line to banking and 
that it had obtained representation of 
va number of companies. 

In «the newspaper story the plan 
was described as being similar to the 
*Morris Plan banking system, but the 
‘Morris people say they know nothing 
jabout it. The idea seems to be that 
yanother concern, imitating the Morris 
)Plan, is entering the field and it pur- 
jposes going the Morris Plan one bet- 
tter so far as insurance is concerned. 
‘The Morris..Plan banks have so far 
issued life insurance only. At first 
;this insurance was confined to bor- 
rowers at its banks, but lately the 
‘bank has issued a broader life policy 
which it will sell to the public gen- 
perally. 

Insurance company officials see 
ynothing to be alarmee at in any so- 
,called ,chain system of agencies. 
‘Where the chain system, as now used 
sin the ‘tea, grocery or shoe business, 
phurts the small dealer is in the ability 
;of the chain concern to buy in car or 
train load lots and move stock about 
from place to place as it may be 
needed, thus avoiding dead stock or 
loss through detericration. The same 
-prineiple..does not obtain in the in: 
surance business. If the chain bank: 
insurance concern buys, as it says it 
will, a number of insurance agencies, 
those agencies will have to be operated 
in the same way as their former own- 
,ers Operated them. 

If the insurance business of the con- 
cern is to be run.as a side line of the 
‘banking ‘business, as has been said, it 
ix pretty sure to be less efficient than 
if run as a full-fledged clean cut insur- 
ance office by men who are insurance 
sspecialists. It is not to be expected 
‘that any important insurance business 
;office can long survive as a trailer to 


some other business. If the new bank- 
ing concern believes it can do an over- 
the-counter business and drive exist- 
ing ‘agencies out, it is taking a long 
chance in the light of all experience. 

Every insurance company already 
operates what might be called a chain 
system of agencies. Unless somebody 
can over night think of some vastly 
superior method of handling the busi- 
ness, and by greatly improved service, 
win favor with the public, the existing 
agencies have nothing to fear. 

If anybody with capital believes that 
he can build up a money maker for 
himself by going out in the field and 
buying up a lot of insurance agencies 
and operating them as a chain, he is 
only borrowing trouble. The business 
is too much personalized, localized and 
specialized. 

But the chain insurance agency does 
not intend to try to eliminate the 
agent; its advocates believe that they 
can devise a system of selling so su- 
perior and so economical that they can 
materially reduce the «umber of agen- 
cies in a town and this will in turn 
reduce the cost of insurance, and, with 
e large amount of business assured to 
the chain agency, commissions can be 
reduced. 

But what are the companies going 
to do? There will be just as many 
of them seeking business, even if a 
chain system does get started. Will 
they fold their hands and say to the 
chain agency, “Go ahead, write all the 
business and send us our share?” 
What is to be considered any one com- 
pany’s share? The more one consid- 
ers this chain proposition the less 
there is of appeal in it from the view- 
point of the companies. 





INVESTI- 


WANT ANNUITY TABLE 
GATED 


Hartford, Conn., September 10.—That 
companies are showing a loss on ac- 
count of their annuity business was 


‘ discussed by several insurance depart- 


mental men at today’s session of the 
commissioners’ convention. L. A. An- 
derson, Iowa department, said that in- 
surance is drifting rapidly toward in- 
stallment contracts of various kinds, 
and he thought the subject of a mor- 
tality table for annuities should be the 
subject of thorough investigation. His 
suggestion was a committee which could 
confer with actuaries. All the present 
mortality tables are inadequate and un- 
fit for annuity purposes, but the best 
he thought were the McClintock and 
Britton annuity tables for valuation of 
ordinary annuities and the Danish sur- 
vivorship tables for survivorship annui- 
ties. 





RECOMMENDS NEW BLANK 

Hartford, Conn., September 10.—The 
committee on blanks at the commission- 
ers’ convention passed a _ resolution 
recommending the preparation of a 
blank form of annual statement for fire 
and marine companies separating the 
different classes. In this way it will be 
possible to separate automobile from 
marine figures. 





Major John L. Crosthwaite, Jr., who 
was killed in an automobile accident 
last Friday in Cleveland, was con- 
nected with the agency firm of B. M. 
Crosthwaite & Co. before he joined the 
army. He was with the United States 
Shipping Board and was recently re- 
leased from duty. Major Crosthwaite 
was a brother of Burwell M. and Ger- 
ald Crosthwaite. He leaves a widow 
and two children. 


es 











THE HUMAN SIDE OF INSURANCE 














WINSLOW RUSSELL 





Winslow Russell, vice-president and 
superintendent of agencies of the 
Phoenix Mutual] Life, head of the Life 
Agency Officers’ Association, a major, 
U. S. A., by virtue of his work in the 
personnel department of the war of- 
fice and holding various other offices 
local and national, is one of the many 
who have exemplified possibilities. 
Mr. Russell never can throw himself 
into a thing until he has tried it, and 
now he has thrown himself into gar- 
dening. His experiences related at any 
“banquet” would induce others to tell 
theirs, and everybody would feel en- 
couraged to new endeavor—just as at 
an insurance convention. Go the full 
limit, gentlemen! You have applied 
your winning principles among the 
vines and stalks—now hve a rousing 
convention. 

Mr. Russell has gone to the extent 
of making discoveries. As he never 
would be satisfied with pushing just 
“ordinary” life insurance but must cul- 
tivate the “life income.” the “double 
indemnity” and all that, he could not 
rest happy with squashes and cucum- 
bers as the only representatives of 
their family in his territory. Despite 
danger from prowlers, he put in mel- 
ons also. 

The discovery he made is of a na- 
ture familiar to others whose garden- 
ing experience is in process of being 
perfected as well as to the illustrious 
Luther Burbank. Mr. Russell planted 
his cucumbers next to his melons, hav- 
ing an aesthetic eye to harmony and 
symmetry in vines. Now he writes his 
wife—who did get away to the shore 
—something to this effect: 

“The garden is fine—bushels of to- 
matoes, potatoes, corn, beans, every: 
thing. But put the cucumber down 
as a rascal. He got off his reserva- 
tion and raised merry mischief. Every 
breakfast melon we cut bears evidence 
of his deviltry. The melons taste like 
a mixture of cucumber juice, cotton 
and cast-off sponge. Tomorrow being 
Sunday, I shall push my investigation 
into the doings of the other things and 
hope to be able to write you that the 
tomatoes have pot developed corns.” 


Thomas W. Blackburn, secretary and 
counsel of the American Life Conven- 
tion was elected a member of the Gen- 
eral Council of the American Bar Asso- 
ciation at its annual meeting in Boston 
on the 8rd of September. 

= * ” 


Sergeant Austin B. Crehore, who 
was injured in the recent New York- 
Toronto air race, is recuperating rap- 
idly. The airplane which Sergeant 


Crehore was driving was an Italian g 
V. A., and is supposed to have been ona 
of the fastest planes in the country 
Shortly after America entered the war 
Sergeant Crehore tried to join the 
American Aviation Corps, but was up. 
able to do so. He was always an ex. 
pert gasoline mechanic, and _ thor. 
oughly understood this type of motor 
After failing to get into the American 
Aviation Corps, he went to France 
and, despite the fact, that he was not 
familiar with the French language, he 
easily passed the French ground 
school, and became an aviator. He 
is Officially credited with downing sey. 
eral German flyers. Sergeant Crehore 
was cited on several occasions, and 
was decorated with the Croix (de 
Guerre. Returning to America, he or. 
ganized, and became the manager of 
the Merchants Fire aviation depart. 
ment, drafting the forms and policies 
himself. The flight in which he was 
injured was only the second time he 
had flown in this plane. Sergeant Cre. 
hore is a member of the City Insur. 
ance Club, and is exceedingly popular 
with all who know him. Being pos- 
sessed of a modest and retiring dispo- 
sition it is impossible to get any stories 
of his exploits from him. 
* * * 


R. S. Jamieson, of the Coe & Silvey 
office, New York, has returned after 
almost two years of active service in 
the navy. He made three round trips 
between the United States and France 
and for eight months made regular 
trips between France and England. 
Part of the time he was in command 
of the gun crew on a merchant ship. 
There was plenty of hard work at 
tached to this navy job, as for a time 
Mr. Jamieson’s vessel was engaged in 
coal carrying and the men had to turn 
their hands to many things. On one 
trip from New York Mr. Jamieson saw 
the vessel just astern of his in the 
convoy sunk by a submarine. It was 
the last one of the flotilla. Mr. Jamie- 
son’s ship had been the last one all 
the way over until that particular day, 
when for some reason the last two 
vessels changed places. The unfor- 
tunate one sank in five minutes, going 
down perpendicularly, leaving hardly 
a ripple on the waves. 

e s & 

Frederic S. Withington, consulting 
actuary, of Des Moines, Iowa, has been 
retained as consulting actuary by the 
American Teachers’ Life Insurance 
Company of Des Moines, of which Mr. 
David E. Cloyd is president. Mr. With- 
ington has recently returned from Texas 
where he has been engaged for several 
weeks in examination work for the 
Texas Department of Insurance and 
Banking. 

ss 6 

Leslie Winslow, who, September 15, 
will be associated with the Motor 
Agency, general agents for the State 
of New York and New Jersey for the 
Firemen’s Fund, automobile, fire, theft 
and collision, as vice-president of the 
agency, has for two years been super- 
intendent of the accident and healt 
department of the Commercial Casu- 
alty, having been previously superin- 
tendent of the liability department of 
that company. He has been associated 
with the Commercial Casualty for over 
8 years. Previous to his connection in 
the liability department of the Con- 
mercial he was in the liability depart- 
ment of the Aetna Life. He has been 
right-hand man to Manager Wilkens of 
the Commercial since the latter aé- 
sumed his position as manager of that 
company in New York. 





BACK IN SPRINKLER CONFERENCE 

The disagreement that resulted in 
the withdrawal of the Franklin from 
the Sprinkler Conference late last 
week has been adjusted and the com- 
pany reconciled, its resignation being 
withdrawn. 
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Commissioners Fire 
On Surcharge Action 


MANAGERS ARE ““NUMBSKULLS” 
Button Says “Companies Speculate 
With Reserves—Policyholders’ 
Money to Pay Dividends” 





Hartford, Conn., September 10.—The 
commissioners’ resentment 


insurance 
against fire insurance companies be- 
eause the surchasee has not been re- 
moved in some states was brought out 
ina num) yer of speeches by commission- 
ars tonight which lasted until midnight. 


Joe eas yn, of Virginia, gave the com- 
panies and National Board a sharp rak- 
ing over the coals concluding by saying 

that his State had a drastic anti-trust 
aw with jail sentence before it and 
hereafter he propesed to have a great 
deal to say about rating matters in 
Virginia. He said that the National 

Board ordered the surcharge but when 
asked why rating organizations in some 
states had not taken off this charge the 
National Board said it did not have 
supervision. Mr. Button declared that 
a way should be found to make the rat- 
ing organizations act. 

He lit into the insurance managers 
whom he called numbskulls and stupid, 
saying that he had warned them that 
the commissioners were against the 
surcharge, intended to take it off and 
he gave them opportunity to act before 
commissioners met. The companies’ 
committee did not follow his advice. 
Furthermore, he said that Mr. Ludlum 
of the Home took the commissioners’ 
surcharge action as being something of 
a criminal nature and that Ludlum had 
given the commissioners a tongue-lash- 
ing. 

He called attention to the reserves of 
the companies, telling how they in- 
creased their dividends by speculating 
with this money which he said was the 
policyholders’. 

He concluded by criticizing the in- 
surance papers because they had criti- 
cized the insurance commissioners, 
who, the commissioner evidertly be- 
lieves are beyond criticism. He was 
followed by other commissioners who 
expressed their indignation because sur- 
charges were still effective. These com- 
missioners roasted the companies and 
the National Board until they were 
tired. 

In the audience were Counsel Ryon, 
of National Board, and Vice-President 
Platt, Insurance Company of North 
America. 

The commissioners finally passed a 
resolution demanding that the sur- 
charge be removed immediately. They 


Surcharge Removal 
Creates Differences 





MANAGER SHELDON’S POSITION 





Notifies Agents Need Not Collect On 
August Bu.iness; Other Western 
Men Object 





Chicago, September 10.—The action 
of Charles E. Sheldon, western mana- 


ger of the American, of Newark, in 
sending notice to his agents that taney 
need not collect the surcharge on 
August business, has stirred up a 
storm among fire company representa- 
tives in Chicago. 

Mr. Sheldon’s Stand 

Mr. Sheldon, who has been one of 
the leading members of the Western 
Insurance Bureau, gave as the reason 
for his independent action, the re- 
moval of the surcharge in Kansas Au- 
gust 1 and the fact that it had not 
been enforced at all in some other 
states. He declared, in view of this 
condition, that the retention of the 
surcharge in any of the western states 
during August was “discrimination,” 
and condemned the “bungling meth- 
ods” which had been followed in hand- 
ling it. 

The Subscribers’ Actuarial Bureau 
made a, request that all companies 
observe the September 1 date and ig- 
nore Mr. Sheldon’s ac‘ion and so far 
as has been learned all of the others 
have stood by the agreement. 

The surcharge has been declared off 
in the states of Michigan and Indiana, 
the two states. exempted from the 
original announcement, but ‘he con- 
troversy in Indiana as to whether the 
‘going rate” or the published estimates 
shall constitute the legal rate in that 
state under the new rate law is still 
unsettled. 

Agreement Not Reached 

Statements given out at Indianap- 
olis following a recent conference 
there between company officials and 
representatives of the insurance de- 
partment that a settlement had been 
reached are denied by the managers 








also passed a resolution that surcharge 
committee be continued as a committee 
to consider all fire insurance matters 
und to meet at intervals in conference 
with National Board Committee. 

Commissioners decided to restore 
market value valuations at end of year. 

Chicago reports that commissioners 
intend taking up fire insurance acquisi- 
tion cost are untrue. Commissioner 
Fairchild, who is said to want reduced 
commissions, denied that he intended 
bringing up the subject. 
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MARINE AND FIRE 
INSURANCE COMPANY, Limited 











THE AUTOMOBILE 
INSURANCE COMPANY 


OF HARTFORD, CONN. 


MORGAN G. BULKELEY, President 
CASH CAPITAL 


$2,000,000.00 


ASSETS 


$9,216,200.73 


LIABILITIES, EXCEPT CAPITAL 


$5,38 2,334.00 


SURPLUS TO POLICYHOLDERS 


$3,833,866.73 


LINES WRITTEN 














































FIRE MARINE WAR RISK 

TORNADO WIND STORM MAIL PACKAGE 

RENTS LIGHTNING TOURIST BAGGAGE 
PROFITS EXPLOSION SPRINKLER LEAKAGE 
HULLS COMMISSIONS USE AND OCCUPANCY 
CARGOES AUTOMOBILES INLAND MARINE 
FLOATERS LEASEHOLD INLAND TRANSPORTATION 


REGISTERED MAIL 


Affiliated with 
AETNA LIFE INSURANCE CO. 
ETNA CASUALTY & SURETY CO. 




















who participated in that conference. JERSEY AGENTS TO MEET 
The reported agreement was said to Ty , : . 
have included an acceptance by the ie semi-annual meeting of the New 


companies of the going rate, with the Jersey Association will be held Septem- 
ae eee = rate may not be her 18 at the Newton House, Newton, 
changed unless there are changes in P : ; 
the risk or hazard to justify a rerating = A. - 1s will be a strictly business 
of the risk since the date of the rate %°SSion without addresses. Members 
in the cabinet. This would give the will discuss difficulties following remov- 
companies the advantage of risk or 42! of the surcharge, self graded dues, 
hazard changes, not only since May 15, acquisition cost, riot and strike insur- 
1919, when the new law became ef- ance, co-operation of companies and ag- 
fective, but as long prior to that as ents on matters affecting the general 
the cabinet date may show on an in- policy of the business and other live 
dividual risk. issues. 














PHOENIX 


Assurance Company, Ltd., of London 
(Established 1782) 


FIRE 


AUTOMOBILE—USE AND OCCUPANCY—TORNADO—SPRINKLER 
LEAKAGE—EXPLOSION AND RIOT AND CIVIL COMMOTION 
HEAD OFFICE FOR THE UNITED STATES. 


100 William Street, New York City Percival Beresford, Manager 





























UNITED STATES FIRE BRANCH 
J. A. KELSEY, General Agent 


80 MAIDEN LANE, 











NEW YORK 





LEWIS & GENDAR, INC. 


NEW YORK CITY AGENTS 


Commonwealth Insurance Co. of New York 


New Jersey Insurance Co. of Newark 
ONE LIBERTY STREET, NEW YORK CITY 
Telephones: John 63-64-65 
BROOKLYN AND SUBURBAN AGENCY 


Northern Assce. Co., Ltd., of Eng. Firemen’s Ins. Co. of New Jersey 
Commonwealth Ins. Co. of N. Y. Globe & Rutgers Insurance Co. 
United British Ins. Co., L4d. of London 
New Jersey Ins. Co. of New Jersey 
‘Detroit F. & M. Ins. Co. of Mich. 
Employers’ Lia, Assce. Corp. of London 


Special Facilities for Handling Out of Town Business 


145 Montague Street, Brooklyn—New York 
Telephones: Main 6870-6871-6872 
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Commissioners Are Given 
Standard Automobile Policy 


(Continued from page 1) 


of cancellation mailed to the address of the 
Assured stated in the policy shall be a sufticient 


notice. 
LIMITATION OF LIABILITY AND METH- 
OD OF DETERMINING SAME: This Com- 
pany shall not be liable beyond the actual cash 
value of the property at the time any loss or 
damage occurs, and the loss or damage shall be 
ascertained or estimated accordingly, with 
proper deduction for depreciation however 
caused, ~ without compensation for the loss 
of use of the property), and shall in no event 
exceed what it would then cost to repair or 
replace the automobile or such parts thereof 
as may be damaged with other of like kind 
and quality; aa ascertainment or estimate 
shall be made by the Assured and this Com- 
any, or if they differ, then by appraisal as 
ereinafter provided, r 
ABANDONMENT: It shall be optional with 
this Company to take all or any part of the 
property at the appraised value where appraisal 
is had as hereinafter provided, but there can 
be no abandonment, thereof to this Company; 
and the Company shall have the right to return 
a stolen automobile with compensation for phys- 
ical damage, at any time before actual pay- 
ment hereunder. 

FOR WHICH BAILEE FOR HIRE IS 
LIABLE: This Company shall not be liable 
hereunder for loss or damage for which any 
bailee for hire is liable; and any contract, 
stipulation or assignment of the assured where- 
by the benefit of this insurance is sought to 
be made available to such bailee shall avoid 
this policy. Where loss or damage occurs for 
which a bailee may be liable and which would 
otherwise be covered hereunder, this Company 
will advance to the Assured by way of loan 
the money equivalent of such loss or damage, 
which loan shall in no circumstances affect the 
question of the Company’s liability hereunder 
and shall be repaid to the extent of the net 
amount collected by or for account of the 
Assured from the bailee after deducting cost 
and expense of collection. 

(OON : The word “Noon” herein means noon 
of standard time at the place the contract was 


made. : 

MISREPRESENTATION AND FRAUD: This 
entire policy shall be void if the Assured has 
concealed or misrepresented any material fact 
or circumstance concerning this insurance or 
the subject thereof; or in case of any fraud, 
attempted fraud, or false swearing by the 
Assured touching any matter relating to this 
insurance or the subject thereof, whether before 
or after a loss. This entire policy shall be void 
unless otherwise provided by agreement in 
writing added hereto; ; 
TITLE AND OWNERSHIP: (a) If the in- 
terest of the Assured in the subject of this 
insurance be other than unconditional and sole 
ownership; or in case of transfer or termina- 
tion of the interest of the Assured other than 
by death of the Assured or in case of any 
change in the nature of the insurable interest 
of the Assured in the property described herein 
either by sale or otherwise; or (b) If this _ 
icy or any part thereof shall be assigned before 
loss. : 
ENCUMBRANCE: Unless otherwise provid- 
ed by agreement in writing added hereto, this 
Company shall not be liable for loss or dam- 
age to any property insured hereunder, (a) 
While encumbered by any lien or mortgage. 
LIMITATION OF USE: (b) While the auto- 
mobile described herein is in frequent and 
habitual use as a public conveyance for carry- 
ing passengers for compensation, and for one 
week after the termination of said use, or 
rented, or leased or operated in any race or 
speed contest. 

PROTECTION OF SALVAGE: In the event 
of loss or damage occasioned by a peril in- 
sured against herein the Assured shall protect 
the property from further loss or damage and 
any such further loss or daimage occurring di- 
rectly or indirectly from a failure to protect 
shall not be recoverable under this policy. Any 
such act of the Assured or this Company or its 
agents in recovering, saving and preserving 
the property described herein, shall be con- 
idered as done for the benefit of all concerned 
iad without prejudice to the rights of either 
party, and all reasonable expenses thus in- 
curred shall constitute a claim under this 


policy. 

NOTICE AND PROOF OF LOSS: In the 
event of loss or damage the Assured shall give 
immediate notice thereof in writing to this 
Company; and within sixty (60) days after such 
loss, unless such time is extended in writing 
by this Company, shall render a statement to 
this Company signed and sworn to by the 
Assured, stating the time and cause of the 
loss or damage, the interest of the Assured and 
ef all others in the property, the sound valuc 
thereof and the amount of loss or damage there- 
on, all encumbrances thereon, and all other 
insurance whether valid or not covering said 
property; and the ‘Assured, as often as required, 
shall exhibit to any person designated by this 
Company all that remains of the property in- 
sured and submit to examinations under oath 
by any person named by this Company, and 
subscribe the same; and as often as required, 
shall produce for examination all books of ac- 
count, bills, invoices, and other vouchers, or 
certified copies thereof if originals be lost, at 
such reasonable place as may be designated 
by this Company or its representative, and shall 
permit extracts and copies thereof to be made. 

APPRAI In case the Assured and this 
Company shal] fail to agree as to the amount 
of loss or damage, each shall, on the written 
demand of either, select a competent and dis- 
interested appraiser. The appraisers shall first 
select a competent and disinterested umpire; 
and failing for fifteen (15) days to agree upon 
s umpire then, on request of the Assured or 


this Company, such umpire shall be selected 
by a judge of a court of record in the County 
and State in which the property insured was 
located at time of loss. The appraisers shall 
then appraise the loss and damage stating sep- 
arately sound value and loss or damage to each 
item; and failing to agree, shall submit their 
differences only, to the umpire. An award in 
writing, so itemized, of any two when filed 
with this Company shall determine the amount 
of sound value and loss or damage. Each ap- 
praiser shall be paid by the party selecting 
him and the expenses of appraisal and umpire 
shall be paid by the parties equally. 

PAYMENT OF LOSS: This Company shall 
not be held to have waived any provision or 
condition of this policy or any forfeiture there- 
of by any requirement, act, or proceeding on 
its part relating to the appraisal, or to any 
exantiination herein provided for; and the loss 
shall in no event become payable until sixty 
(6) days after the notice, ascertainment, esti- 
mate and satisfactory proof of loss herein re- 
quired have been received by this Company, 
and if appraisal is demanded, then, not until 
sixty days after an award has been made by the 
appraisers. 

SUBROGATION: This Company may require 
from the Assured an assignment of all right of 
recovery against any party for loss or damage 
to the extent that payment therefor is made by 
this Company. 

SUIT AGAINST COMPANY: No suit or ac- 
tion on this policy for the recovery of any 
claim hereunder shall be sustainable in any 
court of law or equity unless the Assured shall 
nave fully complied with all the foregoing re- 
quirenents, nor unless commenced within 
twelve (12) months next after the happening 
of the loss; provided that where such limita- 
tion of time is prohibited by the laws of the 
State wherein this policy is issued, then and in 
that event no suit or action under this policy 
shall be sustainable unless commenced within 
the chertgnt limitation permitted under the laws 
of such State. 

This policy is made and accepted subject to 
the provisions, exclusions, conditions and war- 
ranties set forth herein or endorsed hereon, 
and upon acceptance of this policy the Assured 
agrees that its terms embody all agreements 
then existing between himself and the Com- 
pany or any of its agents relating to the insur- 
ance described herein, and no officer, agent or 
other representative of this Company, shall 
have power to waive any of the terms of this 
policy unless such waiver be written upon or 
attached hereto; nor shall any privilege or 
permission affecting the insurance under this 
policy exist or be claimed by the Assured 
unless so written or attached. 





STATE LICENSE CANCELLED 

The North Carolina license of the 
Globe & Rutgers has been cancelled. 
“ommissioner Young says the com- 
pany violated the resident agent law. 
The company contends that the bind- 
ers from the home office were issued 
only until the policies could be sent 
and signed by the North Carolina resi- 
dent agent. Commissioner Young 
claims that the so-called binders con- 
tained the old New York standard 
policy which is not customary in bind- 
ers. The Globe & Rutgers has ob- 
tained a temporary injunction to pre- 
vent him from enforcing the cancella- 
tion until after a court hearing. 





INCORPORATES AT PITTSBURGH 

S. A. Helmbold has incorporated the 
S. Arnold Helmbold Agency, at Pitts- 
burgh, Pa., capital $25,000. 


— 


NEW YORK STATE DEPARTMENT 


SUPERIOR FIRE OF PA. 
CAPITAL FIRE OF N. H. 


REPUBLIC FIRE OF PA. 
GEORGIA HOME OF GA: 


PERCY B. DUTTON, Manager, ROCHESTER 











100 William Street 


SCHAEFER & SHEVLIN 


GENERAL AGENTS 
FIRE and AUTOMOBILE INSURANCE 
Excellent Facilities for Handling Suburban Business 


New York, N. y, 


Phones John 1167, tig 








a 








serve, Legal Standard . 


H. A. Smith, President 
G. H, Tryon, Vice-President 


National Fire Insurance Company 

OF HARTFORD, CONN. | 

Statement January 1, 1919, to New York Insurance Department 
LIABILITIES 


Unsettled Losses and ether Claims 


Total Assets January 1, 1919.................$21,256,791.85 


F. D. Layton, Vice-President C. B. Roulet, Ass’t Secretary 
S. T. Maxwell, Secretary 


SURPLUS TO POLICYHOLDERS............$5,980,020.79 


$2,000,000.00 
12,099,026.56 


2,639,627.17 
4,518,138,12 


F. B. Seymour, Treasurer 

















Just say: 


“Insurance 
Man”— 


the open sesame 
te every courtesy 
within our power. 


tached bath $1.50 
and $2.00 


) Room with de- 

| 

| Private bath $2.50 
and $3.00 


BREVOORT Hotel 


Insurance Headquarters 
MADISON ST.—East of LaSalle 
CHICAGO 
LAURENCE R. ADAMS, Sec’y & Mer. 





THE HANOVER 


FIRE INSURANCE COMPANY 


Incorporated 1882 
The real strength of an insurance com 
Dany is in the conservatism ef its mas. 
agement, and the management of THE 


ANOVER is an absolute assurance of 
the security of its policy. 


HOME OFFICE 


Hanover Bldg., 34 Pine St. 
NEW YORK 
HOWIE & CAIN, Inc., Gen. Agents 
Metropolitan District 


95 WILLIAM STREET, NEW YORK 











40 CLINTON STREET | 
NEWARE 
Phone Market 6536 





JAMES H. EPWORTH 
NEW JERSEY FIRE INSURANCE SPECIALIST 
NEWARK AND SUBURBAN NEW JERSEY TERRITORY 


FIRST 
SERVICE 


NEW YORE 


| 80 MAIDEN LANE 
Phone John 4560 








rat Ae kor oe TA 











ADEQUATE 
FACILITIES 


ALL LINES 





| CLARENCE A. KROUSE & CO. 
LOCAL AND GENERAL AGENTS 
325 WALNUT STREET 


PHILADELPHIA, PA. 


SATISFACTION 
SERVICE 


ALL LINES 











PENNSYLVANIA 


NEW JERSEY 








307 FOURTH AVENUE 


LOGUE BROS. & CO., Inc. 


Fire—Casualty—Automobile Insurance 
Nation-Wide Facilities for Handling SURPLUS LINES 


PITTSBURGH, PA. 











EQUITABLE UNDERWRITERS of New York 
— FIRE and WAR RISKS — 


Lines Bound Throughout United States, Canada, Cuba and Mexico 


Home Office: 68 William Street 
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Commissioners Flay 
Adjusting Methods 


YOUNG GOES ON WAR PATH 





Darst of West Virginia Injects a Ring- 
ing Defense of Insurance Compa- 
nies Into Proceedings 





Hartford, Conn., September 9.—Fire 
insurance Officials attending the con- 
yention of the insurance commission- 


ers in session here this week heard 
some sharp comments made upon the 
companies and insurance executives 
this afternoon. Commissioner James 
R. Young, of North Carolina, ordinarily 
a temperate, good humored talker, had 
his fighting clothes on and struck out 
right and left. After distributing crit- 
icisms he advocated a standing com- 
mittee of companies, agents, state in- 
surance departments and representa- 
tives of the public, which will hold 
frequent conferences to study fire in- 
surance problems of importance, and 
who from time to time will report to 
the commissioners’ convention. The 
idea met with favor of some commis- 
sioners and will come up again later 
in the week. 

Fire insurance managers evidently 
had incurred the displeasure of the 
North Carolina commissioner, now the 
oldest in point of service among his 
associates, by their attitude in fight- 
ing the surcharge. He also scored 
companies’ threats to withdraw from 
states when conditions become unbear- 
able. He said when companies with- 
draw in a body people are deprived of 
insurance and he doubted whether any 
good were accomplished in the end. 


“IT sometimes wonder if the fire com- 
panies are not overdoing the threat to 
leave states because of suggested 
legislation or in laying so much stress 
on how many other companies will go 
broke if not allowed to collect the rate 
charged. They are perfectly ready to 
say that their company can stand it, 
but the other fellow can’t.” 

In discussing the surcharge he threw 
some light on what was in the back 
of his mind by saying that the commis- 
sioners surcharge committee did what 
it thought was right in ordering the 
removal of the surcharge, “and at- 
tempts to discredit them by impugn- 
ing their motives and charging unfair- 
ness and disregard of the\business was 
entirely uncalled for and unbecoming. 
It simply shows how men high in au- 
thority as insurance officials can lose 
their heads and attempt to use others 
in trying to fortify their positions or 
mistakes. The conclusions of the com- 
mittee were not arrived at without a 
full hearing and were neither outrage- 
ously unfair or unreasonable.” 

The commissioner also criticised 
what he calls the mad scramble for 
business, resulting in agents writing 
larger lines than they should on un- 
desirable risks. He had some censure 
to make of the brokers, too. 

Fire insurance officials present also 
heard some unpleasant comments 
made in reference to the manner in 
which they handled losses. This part 
of the proceedings came up during dis- 
cussion of an erudite paper on losses 
read by G. W. Smith, the former pho- 
tographer who is commissioner of 
Maine. Commissioner Van Camp, of 
South Dakota, a former fire marshal, 
Said he did not like the idea of agents 
adjusting losses. It’s a dangerous 
practice, 

He noticed when he was fire mar- 
shal that the companies would often 
pay losses while a fire was being ad- 
justed, largely because it advertised 
them in the community. In his opin- 
ion regular adjusters should settle 
an and agents should keep hands 


Fishback, of Washington, the three 
hundred pound commissioner, also a 
former fire marshal, said there was a 
moral hazard in the speedy way in 
which companies paid losses. He dis- 





October Business 
on New Policy 





SPRINKLER LEAKAGE COVERAGE 





Terms of Repairs and Replacement 
Endorsement; No Liability 
Unless Specified 





October 1 has been set as the man- 
datory date for use of the new Form 
B Sprinkler Leakage Policy and the 
Automatic Sprinkler System Repairs 
and Replacements Endorsement. A 
new book of rules is being prepared 
and is expected to be ready within a 
few days. 

One of the principal changes in the 
new form relates to damage to auto- 
matic sprinkler system, and reads: 

“This company shall not be liable 
for loss or damage to the ‘Automatic 
Sprinkler System,’ unless liability is 
specifically assumed hereon for a 
stated amount, under a separate item, 
mentioning no other kind of property.” 

The wording of the repairs and re- 
placement endorsement follows: 

In consideration of $..... additional 
premium, liability is hereby assumed 
in the sum of not exceeding $...... 
to cover the cost of repairs and re 
placements to the “Automatic Sprink- 
ler System” (except pipes under- 
ground outside of building walls, and 
pumps), when the damage sustained 
is caused directly by breakage of any 
of its parts resulting in a leakage, dis- 
charge or precipitation of water. 

Exceptions 

It is expressly understood and 
agreed that this endorsement is made 
and accepted by the insured subject to 
all the printed conditions of this pol- 
icy; that it is not the intention of this 
endorsement to cover the cost of care 
and maintenance of the “Automatic 
Sprinkler System,” nor for repairs and 
replacements made necessary by cor- 
rosion, rust, deterioration, change in 
requirements or needs of the business. 

This company shall not be liable for 
loss or damage to extensions to the 


“Automatic Sprinkler System” nor to a. 


newly installed system until properly 
tested and approved. 

This company shall not be liable for 
any loss or damage to the “Automatic 
Sprinkler System” when the total 








cussed a loss on growing grain where 
the stock company representatives 
had gone to the field, and stepped off 
one hundred and ten acres just as fast 
as they could walk. Later, a mutual, 
which was carrying some of the insur- 
ance, sent out a surveyor, who reported 
the damage to be only ninety acres. 
The stock companies paid on the 110 
acres and inside of fifteen days the 
assured had another fire on another 
farm. 

Commissioner Porter, of Montana, 
also declared that companies were 
careless in adjusting losses, paid too 
quickly, and told of a case where com- 
panies had settled for $500 a loss 
thinking they were covering a barn 
in his state when in reality there was 
no barn. 

This discussion was an eye-opener 
to daily newspaper men pre-ent, as 
they heard companies criticised for 
speed in paying losses whereas in the 
popular mind companies are often pit- 
tured as litigation breeders. 

This part of the program was 
brought to an end by commissioner 
Darst of West Virginia who after say- 
ing that unintelligent public sentiment 
in his state would crucify fire insur- 
ance companies made a ringing de- 
fense of the companies declaring that 
in his opinion they were much ma- 
ligned and that any commissioner who 
did not stick up for companies when 


~he knew they were in the right was 


unfaithful to his trust or a coward. 

Tonight everybody buried the 
hatchet at a shore dinner held near 
New Haven after a forty mile auto- 
mobile ride. 








Greater Capacity 


for Local Agents 





Use our unlimited capacity and wide experience for placing additional 
business beyond the capacity of admitted companies. 


Binding Contracts with Guaranteed 


Companies maintaining United States deposits. 


Underwriters at Lloyds and British 
Immediate telegraphic 


binders given. 


MARSH & MCLENNAN 


19 Cedar St. 1615 California St. 
NEW YORE DENVER 
901 Ford Bldg. 314 Superior St. 
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Surplus to Policyholders, $12,922,516.93 


Insurance Company of 


NORTH AMERICA 


PHILADELPHIA 
127th ANNUAL STATEMENT ~ 


1919 


DECEMBER 31, 1918 


Cash Capital .ccccccccccccesesevscccccccescocsccccees $ 4,000.000.00 

Reserve f6F PLOMIGMS .....ccccccccccccccesccsccece 12,217 808.92 

Meserve SOF TASB .cccccccccccccccesccccceecoccese 4,594,236.33 

Reserve f0F TAkOS ..ccccccccccccccccccccccccocccsce 1,030,000.00 

All Other Liabilities ..........cccecccccccccscesees 36,851.22 

The Oldest American ee rr tre 8,922,516.93 
aan: salemaniel ii $30,801,413.40 


Losses Paid Since Organization, $203,147,689.78 

Fire Insurance, Tornado, Sprinkler, Explosion, Inland Transit, Salesman’s Floater, 
Automobile, Use and Occupancy, Builder’s Risk, Tourist War Risk, Cotton Insurance, 
Marine, Rent, Leasehold, Parcel Post, Registered Mail. 








of Wastertonon 11%. 





E. J. PARMELEE, Syracuse, N. Y., 
GEORGE SHAW, 116 Milk St., Boston, Special Agent. NEW ENGLAND 
F. F. BUELL, Troy, N. Y., Special Agent........ NEW YORK STATE 


Fire, Marine, Windstorm, 

Automobile, Sprinkler Leak- 

age, Riot and Explosion In- 
surance. 


E. A. MORRELL, 205 Walnut Place, Phila., Special Agt. MIDDLE DEPT. 
JAMES J. GARLAND, 514 Eighth Ave., Brooklyn, Special Agent 


N. Y. SUBURBAN & NO. N. J. 
Special Agent. NEW YORK STATE 





amount of said loss or damage is less 
than twenty-five dollars ($25.00). 
Average Clause 

This company shall not be liable for 
a greater proportion of any loss or 
damage to the “Automatic Sprinkler 
System” described herein than the 
sum hereby insured bears to ...... % 
of the actual cash value of said “Auto- 
matic Sprinkler System” at the time 
such loss shall happen. 

Pro Rata Distribution Clause 

It is a condition of this policy that 
the amount insured hereunder shall at- 
tach in or on each building, shed or 
other structure and/or place, in that 
proportion of the amount hereby in- 
sured, that the value of the “Auto- 
matic Sprinkler System” covered by 
this policy in or on each building, shed 
or other structure and/or place, shall 
bear to the value of the entire “Auto- 
matic Sprinkler System” described 
herein. 





GANT ASST. SUPERINTENDENT 


The Norwich Union Fire Insurance 
Society has promoted Oakley F. Gant, 
special agent of New York State, to 
the position of assistant superintendent 
of agencies at its New York office, which 
ae he will take up from September 
15. 





WESTERN 


ASSURANCE CO. 
OF TORONTO, CANADA 


Fire, Explosion—Riots, Civil Commotions 
and Strikes—Marine and Tornado 
Insurance 
UNITED STATES BRANCH 
January 1, 1919 
DARGIS oni cain npeeeseecisnvciorased $4,693,580.53 
Surplus in United States........ 1,733,616.33 

Total Losses Paid in United 
States from 1874 to i918 
SNDRIIUD nccecocccnsessatenen 345,098,883, 86 
W. B. MEIKLE, President 








207th Year 


SUN 


INSURANCE OFFICE OF LONDON 


FOUNDED 1710 
UNITED STATES BRANCH: 
54 Pine Street - New York 
WESTERN DEPARTMENT: 
76 WEST MONROE ST., CHICAGO. 


PACIFIC DEPARTMENT: 
N. W. Cor. Sansome & Sacramento Sts. 
San Francisco, Cal. 











FRANK B. MARTIN, Asst. Manager. 
Assets, $2,144,572.69 





THE YORKSHIRE 


FIRE, LIGHTNING, SPRINKLER LEAKAGE, AUTOMOBILE, RIOT 
AND EXPLOSION INSURANCE 
U. S. BRANCH, 80 Maiden Lanse, New York. 
FRANK & DUBOIS, United States Managers. 


INSURANCE CO., LTD. 
OF YORK, ENGLAND 
Established 1824 


ERNEST B. BOYD, Underwriting Mgr. 
HARRY F. WANVIG, Branch Secretary. 
Surplus, $1,023,469.75 


DEPARTMENT MANAGERS: 
IPOLITAN  ..ncccoese eseeee Willard S. Brown & 


CO. ccceecs New York, N. Y. 


SE AEE 0 cncccsscnucesees McClure Kelly ...ccccccccccccccces San Francisco, Cal. 
CAROLINA-VIRGINIA  ......006- Harry R. Bush ......ccccccccccces Greensboro, N. C. 
SOUTHEASTERN ..........+- ecoeDargan & Turner ........ce0s eoeee Atlanta, Ga. 

LA. & MISSISSIPPI ............ James B. ROSS ....csccccceresceees New Orleans, La. 
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BROKERS ACTIVITIES 


COLLECTION ABUSES BEWAILED 











Broker Asks for Time Limit for Return 
Premiums Same as Applied 
to First Premiums 


The following wail of dissatisfaction 
with the system of collecting return 
premiums comes from a New York 
broker: 

“What’s sauce for the goose is sauce 
for the gander” is a worn-out old plati- 
tude, but nevertheless it comes to mind 
when one thinks of the strict system 
in force for collection of premiums by 
companies and the slipshod and un- 
businesslike way in which return pre- 
miums have to be coaxed out of them. 
It jars one’s sense of fairness. 

Before the first of the month, bills 
begin to come in to the broker’s office. 
Each carries a red “warning” about the 
40-day rule—and it can’t be trifled with. 
On the other hand, return premiums are 
due the broker from the same offices: 

A handful of the better class offices 
are prompt in paying them.. As to the 
others, you dare not go in before two 
or three weeks, and then they require 
a “slip’—why a slip? And after you’ve 
waited awhile and gone in again they 
want another “slip.” And then the 
patronizing cashier tells you he’s been 
so busy with other things, he hasn’t had 
the time to “attend to it,” and prom- 
ises to “take care of it” or do “the best 
he can.” And you go in again, and 
then you send your clerk, and then they 
have lost your “slip,” and then “the 
return premium clerk is on his vaca- 
tion,” and by the time they’re through 
with you, they’ve made you feel like a 
first-class panhandler. 

A suggestion for the Fire Insurance 
Exchange :— 

Pass a rule placing a time limit for 
the payment of return premiums, the 
same as the one regarding collection of 
premiums. 





OBJECTS TO MOTOR PLAN 


Jersey Automobile Reciprocal 
Says Club Plan is Violation of 
Anti-Discrimination Law 


New 


The New Jersey Indemnity Ex- 
change, Newark, N. J., which writes 
automobile lines on the reciprocal 
plan, has called the attention of the 
Department of Banking & Insurance, 
Trenton, to the conditions of the agree- 
ment between the Motor Truck Club 
of New Jersey with the Manufacturers 
Liability, Jersey City, in the follow- 
ing letter: 

“Our attention has been called to the 
fact that J. F. Winchester, 31 Clinton 
Street, Newark, J. P. Castle of 19 
Loretta Avenue, Irvington and Charles 
P. Kavanaugh, of Prospect Avenue and 
32nd Street, Bayonne; representing 
themselves as the insurance committee 
of the Motor Truck Club of New Jer- 
sey, are offering to members of said 
Club, or others who will become mem- 
bers, a special rate or discount on 
the established rates on automobile, 
liability and property damage insur- 
ance, if placed with the Manufactur- 
ers’ Liability Insurance Company, of 
Jersey City, and the representation is 
made that none but members of the 
Motor Truck Club can enjoy these 
special nates or discounts. 

“No doubt this proposition is mem- 
bership propaganda and designed for 
the purpose of increasing the member- 
ship in the Motor Truck Club, but if 
earried out, in our opinion, it would 
be a violation of Chapter 85 of the 
Laws of 1913, which forbids unfair 
discrimination. For the fact of a 
truck owner being a member of the 
Motor Truck Club does not alter the 
physictl hazard involved in the owner- 
ship or operation of the truck itself, 
and the trucks owned by the members 
of this organization are the same class 
of risks as those owned by firms and 
individuals who are not members of 


the organization. Hence, those who 
are not members would be discrimi- 
nated against by this insurance com- 
pany. 

“We do not think the gentlemen re- 
ferred to have any intention of violat- 
ing the law. Possibly the insurance 
company referred to dows not know of 
the representations being made, but as 
the proposition is to be presented to 
the membership of the club at a spe- 
cial meeting to be held May 20, we 
would suggest that you call the atten- 
tion of the gentlemen mentioned, as 
wall as the insurance company re- 
ferred to, and the Club itself, to the 
existence of the anti-discrimination 
act, thereby preventing them from 
unnecessary embarrassment.” 

NEW JERSEY INDEMNITY CoO., 

Attorney-in-fact. 
By E.. M. CARROLL, President. 





MANY COUNTIES ORGANIZED 


New York State Federation Adds to 
List—Following Extended Trip 
of Secretary Otis 


The New York counties most re- 
cently organized by the Insurance Fed- 
eration are listed in a new bulletin of 
the Feder.tion, with the chairman of 
each, as follows: 

Cattaraugus, W. L. Pelton, Olean; 
Chautauqua, C. D. Melhuish, James- 
town; Chenango, John C. Stott, Nor- 
wich; Fulton, S. Elmore Burton, Glov- 
ersville; Genesee, Frank A. Lown, 
Batavia; Hamilton, Carl L. Fry, Wells; 
Livingston, Fred V. Doty, Geneseo; 
Montgomery, Jas. A. Smeallie, Amster- 
dam; Niagara, Max H. Oppenheim, Ni- 
agara Falls; Ontario, John G. Farwell, 
Geneva; Orleans, Herbert L. Keown, 
Albion; Schoharie, S. H. Van Ness, 
Cobleskill; Schuyler, E. C. Cooper, 
Watkins; Seneca, John S. Gay, Seneca 
Falls; Tompkins, Arthur G. Adams, 
Ithaca; Wayne, Luther S. Lake, Ly- 
ons; Wyoming, W. A. Walker, War- 
saw; Yates, David Miller, Penn Yan; 
Nassau and Columbia Counties have 
also been organized, with Edgar J. 
Rossman chairman of the former, and 
C. A. Edwards, Freeport, of the latter. 

Th2 following counties have already 
been organized: 

Albany, Allegany, Broome, Cayuga, 
Chemung, Clinton, Cortland, Delaware, 
Dutchess, Erie, Essex, Franklin, Herk- 
imer, Jefferson, Madison, Monroe, New 
York, Oneida, Onondaga, Orange, Os- 
wego, Otsego, Rensselaer, Saratoga, 
Schenectady, Steuben, Suffolk, Sulli- 
van, Tioga, Warren, Washington, 
Westchester. 

Counting New York City, there are 
now organized 57 counties and there 
are only 60 in the state. 

Federation organization work in 
New York State has been helped ma- 
terially by the numerous manifesta- 
tions of unrest among the people in 
small towns as well as in the larger 
cities. Secretary Otis, returned from 
a long trip through the state, finds 
insurance and other business men 
drawn closer by a common interest. 
Strikes have been conducted with con- 
siderable bitterness in many places 
and the more conservative element 
has seen what appears to it to be a 
slowly rising tide of not always clearly 
defined antagonism to the existing or- 
der of business. Insurance Federation 
means merely organized protection of 
property—the property of those in the 
insurance business—their living. In- 
surance and other business interests 
are inclined to look more carefully 
into the causes underlying the unrest 
that hinders all progress and in some 
cases seriously threatens continuity, 
and to take what steps seem most 
constructive in combatting unwise 
radicalism. 





Theft Losses in Small Towns 

An Official of one large automobile 
insurance company recently stated 
that in a small city his company lost 
thirty-six cars by theft and recovered 
thirty-four of them. The two not re- 
covered cost the company $1,800 and 
those machines which were recovered 
were damaged to the extent of* $6,500. 
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ET. Barry Talks On 
- Conditions Abroad 


NORWAY SEEKING CONNECTIONS 








Foreigners Desire Dealings With 
American Marine Interests; Eng- 
land is Particularly Friendly 


E. T. Barry, of F. H, & C. R. Os- 
porn, has completed a business trip 
through Europe and made some inter- 
esting observations on the insurance 
situations in the countries he visited. 
Mr. Barry went to Norway, Sweden, 
Denmark, England and France and re- 
ports that the general condition in re- 
gard to marine insurance is similar 
that in the United States. He calls 
attention to the prevailing suspicion 
that many Norwegian companies had 
German stockholders. : This suspi- 
cion is as ridiculous as it is unfound- 
ed,” says Mr. Barry. “It is impossible 
for a foreigner to hold stock in a Nor- 
wegian company on account of a law 
in Norway to that effect. 

Continuing, Mr. Barry says that the 
companies in Norway are trying to 
establish business relations with the 
American companies, instead of Eng- 
lish as they have heretofore done. He 
found all through these countries a 
feeling of friendliness toward _tais 
country and a desire to have business 
dealings with American marine insur- 
ance interests. Mr. Barry said “In all 
the countries I visited one finds new 
blood, competition and low rates that 
we have in the business in this coun- 
try.” He said further that what im- 
pressed him most was the warm feel- 
ing of friendliness exhibited in Eng- 
land toward this country. He found 
no antipathy toward the Americans in 
England, and found that the English- 
men can hardly believe that any such 
feeling exists in this country toward 
them. When having his papers ex- 
amined he was asked if he is an Eng- 
lishman or a foreigner. He replied 
that he is an American and thus a 
foreigner, whereupon he was told that 
Americans are not to be considered 
as foreigners in England. “This is in- 
dicative of the attitude adopted by the 
press and people of England toward 
America,” seid Mr. Barry, “In all 
fairness it must be admitted that an- 
tipathy toward England is hardly justi- 
fied in view of her distinct friendli- 
ness for us. It also appears,’ he con- 
tinued, “as if they are getting out of 
their shells and becoming less unap- 
proachable and reserved. They are 
losing the idea that they know all that 
there is to be known and are willing 
and anxious to learn from other coun- 
tries.” Mr. Barry thinks that at the 
present time the French are less pro- 
gressive than the English and are more 
bound down by traditions. On arriving 
in Norway Mr. Barry was struck by the 
healthy and robust appearance of the 
people, and while he says that food 
conditions are not all that could be 
desired, there is no great suffering or 
shortage. 


to 





SEEKING STRIKE WARRANTY 





Labor Situation in Southwest Becomes 
Acute, Creating New Builders’ 
Risk Hazards 





Chicago, September 10.—The strike 
menace seems to have reached a seri- 
ous stage in the Southwest. Steps to 
require a strike warranty on all build- 
ers risk policies issued in Texas have 
deen taken by fire companies operat- 
‘ng in that state, largely as a, result 
of a recent loss at Houston, amount- 
ing to $14,500 and reported: “Origin, 
incendiary on assured’s premises. Non- 
union labor employed. Fire supposedly 
Gue to labor sympathizers.” A clause 
submitted to the Texas Forms Commit- 
tee for adoption reads: 

In consideration of the reduced 
Tate at which this policy is written, 


the assured agrees to promptly advise 
the company of any walkout or strike 
of workmen or employes on the prop- 
erty or building named in the policy, 
and agrees at once to employ a com- 
petent day and night watchman who 
shall remain constantly on the prem- 
ises during the full period of any walk- 
out or strike; that failure to comply 
with this warranty shall render this 
policy null and void.” 

Texas field men say that present la- 
bor conditions there have so increased 
the hazard that adoption of some mea- 
sure of that sort is imperative. 





WANT TO INCREASE CAPITAL 

Glens Falls, N. Y., Sept. 10.—The 
Glens Falls ‘Insurance Co. has sent a 
letter to stockholders asking for proxies 
to vote for capital stock increase as per 
following resolution: 

“Resolved, that, in the opinion of this 
Board, in view of the Company’s great- 
ly increased business, a larger capital 
is desirable, and is demanded by the 
Company’s best interests; and this 
Board hereby recommends to the stock- 
holders that the capital stock of the 
Company be increased from its present 
amount ($500,000) to $1,000,000, the new 
stock to be offered for subscription at 
par to the stockholders pro rata accord- 
ing to their respective holdings at the 
close of business on the twenty-fifth day 
cf September, 1919. , 

“Resolved, further, that a_ special 
meeting of the stockholders of this 
Company be called, to be held at the 
Company’s office, on the 25th day of 
September, 1919, at ten o’clock in the 
forenoon, for the purpose of taking ac- 
tion upon a proposition to increase the 
capital stock of the Company to $1,000,- 
000; and that the President and Secre- 
tary of the Company be and they are 
hereby directed to give the proper no- 
tice of such meeting to all stockholders, 
and to prepare forms of proxies, in favor 
of themselves, or either of them, or their 
substitutes, for use at such meeting, 
and to send such proxies to the stock- 
holders, with a copy of these resolu- 
tions and a circular letter requesting 
the execution and return of such proxies 
for use at such meeting, in favor of such 
increase of capital stock.” 











Great American 
Insurance Company 


New Pork 


INCORPORATED - 1872 


PAID FOR LOSSES 


$105,437,708.58 


@TATEMENT JANUARY 1, 1919 


$5,000,000.00 


RESERVE FOR ALL OTHER LIABILITIES 


15,231,51 


NET SURPLUS 


10,6 19,509.09 
30,851,022.01° 


“Includes $134,574.96 Excess Deposit in Canada 


THE SECURITIES OF THE COMPANY ARE BASED 
UPON ACTUAL VALUES ON DECEMBER 3lst, 1918 


United States Government Liberty Loan bonds owned 
by the Company exceed its entire capital stock of 
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$5,000,000—a striking indication of true patriotism 


Home Office, One Liberty Street 
New York City 


Western Department 
WALTER H, SAGE, Gen’! Mér. 
INGRAM & LERCH, Managers 
76 West Monroe St., Chicago, Ill. 

Boston Office 


ROGERS & HOWES, Managers 
4 Liberty Square, Boston, Mass. 


Pacific Department 
GEORGE H. TYSON, Gen’l Agent 
210 Sansome Street 
San Francisco, California 
Marine Department 


WM. H. McGEE & CO., Gen’! Agts. 
15 William Street, New York City 
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W. E. HAINES, Secy. 


Ohio’s Oldest and Strongest Company 


Net Surplus Over $1,293,741.00 
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E. K. SCHULTZ & CO. 
PHILADELPHIA 
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Opportunity and The Continental 














THE CONTINENTAL by virtue of its 
strong organization and its foremost financial 
position, furnishes the facilities that enable 
American Agents to put themselves in the 
front rank of American Insurance. 








Through its Home Office and Department 
organization THE CONTINENTAL keeps 
its finger on the pulse of opportunity, and 
through its corps of trained field men it 
opens to its Agents new avenues for advancement by showing 
the way to new activities and increased income. 




















THE CONTINENTAL is an immense power-house, con- 
necting its Agents by its own “‘live wires’’ with the great 
insurance interests of the United States. 





THE CONTINENTAL 
INSURANCE COMPANY 


CASH CAPITAL - TEN MILLION DOLLARS 


HOME OFFICE: 
80 Maiden Lane, NEW YORK 


Canadian Department: Pacific. Coast Department: Western Department: 
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Sees Opportunity in 
Tractor Insurance 


PLEA OF FIREMAN’S FUND 


Tells Agents That This Branch of 
Insurance Should Prove Attractive 
to Cultivate 





It is a matter of frequent comment 
that many agents overlook the possibil- 
ities of truck and tractor insurance, 
says the Fireman’s Fund. This is prob- 
ably due, in part at least, to the facts 


obile insurance is of com- 
ot iy somal origin and that the 
Parent of the passenger automobile an- 
tedates those of the truck and the trac- 

ears. 
ye yan insurance and truck insur- 
ance conditions are similar in many re- 
Re widest use of trucks, of course, is 
to be found in city delivery, where 
their use is now almost universal. It 
is doubtful if trucks will ever entirely 
supplant the horse, especially in the 
rural districts, but that they will suc- 
ceed in nearly doing so seems an as- 
sured fact, for the farmer is fast awak- 
ening to the economies which may be 
prought about by their use. Inter- 
urban passenger and freight lines 
have been established, competing with 
or acting as feeders for the great rail- 
way systems. The possibilities in this 
direction alone can hardly be esti- 
mated at this time, nor does the limit 
of uses to which trucks can be put 
seem to be in sight, there being few if 
any lines of business having a delivery 
problem which cannot quickly and eco- 
nomically be solved by their employ- 
ment. 

Contemplation of the vast investment 
now represented by the trucks in use 
and the millions that will be invested 
in the future, all subject to the ordinary 
hazards to which all property is exposed 
and also to many peculiar hazards, 
should convince any agent that, if he 
has not already done so, he should give 
serious thought to the premium produc- 
ing possibilities of truck insurance. 

It is true that many owners consider 
the truck, being built principally of 
metal, is immune to the fire hazard, but 
if they had access to our loss records 
they would quickly be convinced of their 
mistake. For one thing, the average 
owner gives little thought to the nature 
of the building in which his machine is 
stored, a barn, shed or any other out- 
building being considered good enough 
for the purpose, and when fire ensues 
it is usually found impossible to remove 
the truck before it is seriously dam- 
aged if not totally destroyed. Further, 
trucks are subject to the hazards usual 
to all automobiles. 

From the agent’s standpoint this 
branch of insurance ‘should prove at- 
tractive because there is less competi- 
tion than there is for private pleasure 
cars. 

While a great deal might be said on 
this subject if space permitted, a brief 
glance at the subject should be enough 
to convince anyone that it would be 
worth while to give more attention to 
this line in the future. It is a line that 
will.amply repay any agent for the 
trouble of developing it. 





LICENSED IN PHILADELPHIA 

The Philadelphia Fire Underwriters’ 
Association has issued certificates to 
the following local brokers: H. Bendi- 
ner & Son, Geo. R. Ferry and Samuel 
Stern. A certificate was also issued 
to N. C. Porter, New York City. 


‘ WON’T ACCEPT FORM 

Business men and corporations in 
New England are refusing to accept 
the use and occupancy form prepared 
by the New England Exchange. As 
the Exchange will not allow any other 
form to be used much business is go- 
ing to outside companies. 
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Insurance clerks, who have not been 
in the business for any length of time, 
frequently fail to grasp the importance 
of daily reports. Until these reports 
have been registered they are generally 
the companies’ only record of existing 
liability, and until recorded particular 
care should be taken that they do not 
become torn or mutilated in any way. 
Dailies are not generally made of extra 
thick or strong paper, and the agents 
often only partially attach the forms. 
Both these facts are reasons why great 
care should be shown in the handling of 
them. 

When a daily first enters the office 
the clerk should see to it that the form 
is securely pasted down. This is neces- 
sary because the modern methods of re- 
cording do not often include the cov- 
erage, and so the loss of the form rend- 
ers the daily practically valueless, and 
necessitates writing to the agent for 
another. It is customary to have policy 
number in one of the upper corners of 
the report, and when looking through a 
pile of reports the look-up must be care- 
ful that on pulling it out he does not 
tear off the corner, the most important 
part. In filing reports watch that the 
form does not catch on another daily, 
already in the file, thus tearing off the 
form. 

It is a bad plan to enclose a pile of 
reports in a thin elastic band, as it 
will cut the paper and mutilate it. 

Daily reports that are left in the 
maps for the examiner to pass, and are 
likely to be there for a day or more, 
should be left with some means to 
keep them from sliding into the map. 
As the map clerks take maps in and 
out the dailies in the map are inclined 
to fall in, and become lost to sight. 
Many reports of importance, lost from 
this cause, are not found until a loss 
occurs, and the risk is again looked 
up on the map. One of the best ways 
to guard against this is to attach to 
the top of the dailies left in the map 
a slip or tag. This must be put over 
the top of the page, and will prevent 
the report from slipping out of sight. 

Of course, losing the daily before it is 
registered is the worst thing that can 
happen. The line might be additional 
to a large one, and if it were lost re- 
insurance that might be necessary 
would never be effected, and in case of 
a fire would result in a larger loss to 
the company. Insurance clerks have 
sometimes lost their positions because 
of carelessness in this matter. Mistakes 
that do not result in any financial loss 
to the company can be passed with a 
warning, but it is serious when a mis- 
take entails the loss of thousands of 
dollars. While the line itself might be 
the only one on the risk, and a small 
one at that, still it could be a prohibited 
class, and if on the books when a loss 
occurs, would require explanation. 
Dailies which have been criticized by 
the stamping bureau generally need a 
good deal of correspondence with the 
agent to secure correction, and a cor- 
respondingly larger amount of handling. 
Extra care must be taken with these, 
and the correspondence firmly attached, 
so that there is no danger of losing any 
of it, and thus having to write the ag- 
ent twice for the same thing. The writer 
mentions daily reports, not because 
they are the only important documents 
in an insurance office, but because they 
are practically the only ones that all the 
departments have to handle, and be- 
cause they are the original information 
the company gets on a line secured by 
one of its agents. 





MERBITZ BACK FROM TRIP 
Oswald F. Merbitz, Michigan exam- 
iner for the North British & Mercantile, 
has returned from a trip through the 
Northern Peninsula. He says that 

there is little building being done, 
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Uniform Rules 
in New England 


IN OCTOBER 





SUPPLY READY 





No Pro Rata Rebates on Existing 
Policies; Short in Supplies For 
Time Being 





‘In notifying companies of the ad- 
justing by the New England Insurance 
Exchange of uniform forms and 
clauses, the Exchange says: 

In conjunction with other rating associations 
in the eastern territory, uniform rules and 
clauses have been adopted and afe now pro- 
mulgated by the Exchange. This. uniformity 
could not be brought about in territory of the 
fourteen organizations now associated in the 
work with the varying rules applying under 
each, without material changes being made by 


which a common basis could be reached. 

We are sure, however, that the result accom- 
plished, which does away with the diverse and 
often conflicting rules and practices heretofore 
existing, will be recognized by all agents, as 
well as by the companies, as fully warranting 
the annoyance which may, at first, be exper- 
ienced in arranging forms, etc., to conform to 
the new conditions. 

These rules will become mandatory and en- 


tirely supersede those in the Agents’ Manual 
of 19099 on September 1, 1919, thus giving sev- 
eral months to rearrange forms and clauses. 
Retween the time of the promulgation of these 
new rules and September 1, 1919, stamping 


oftices will pass as correct policies which are 
written entirely in compliance with either the 
rules in the Manual of 1909 or with the rules 


in this Manual, but will not stamp as correct 
policies which are written partly in compliance 
with each set of rules. tM 

No pro rata rebate on existing policies to be 
granted, due to promulgation of the new rules, 
and no privileges which are allowed under the 
new rules, but not allowed under the old rules, 
to be granted by endorsement previous to Sep- 
tember Ist, unless the policy is entirely brought 
into conformity with the new rules. 

Where additional policies are required to in- 
crease existing insurance after September Ist. 
which, if written under the new rules, would 
produce non-concurrency, special action allowing 
such additional policies to be written concur- 
rent with existing policies may be granted if 
found to be warranted on application to the 
Exchange during the period between Septem- 
her 1. 1919, and January 1, 1920, but not after 
that date. 

It is believed that, under the above arrange- 
ments. the putting into effect of the new Uni- 
form Rules and Clauses may be done with the 
least possible disturbance and friction, and 
that it will allow agents ample time to revise 
their form§ and make such rearrangement of 
these matters as will necessarily be required on 
account of this revision of rules. 

The Exchange will be prepared, at as early 
a date as possible, and certainly before Sep- 
tember 1st, to furnish agents with supplies of 
the new clauses, which may he required under 
these rules. 
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The Exchange has been working on 
these forms and clauses, and now has 
sent the following announcement to 
the companies and agents: 

To companies and agents. 


Owing to delays that could not be anticipated 
in preparing forms under the new rules, to local 


agents, largely due to interruption of transpor- 
tation facilities, stamp clerks have been ad- 
vised that, on September business which is 
written either under the new or the old rules, 
criticisms need not be issued. 

All violations which affect rate or premium, 
either under the new or old rules, will, of 
course, be criticized and followed up in the 


regular way. 

The Exchange will, undoubtedly, be able to 
furnish forms in sufficient quantity for Oc- 
tober business, and such business must be 
written to conform to the new rules. 

The following list of forms the agents 
will be able to obtain, provided they have ap- 
plied to the Exchange for same, in season for 
their October business, but we would ask that 
applications for forms in excess of what may be 
needed in the immediate future, be not made, 
as it may be some time before we are able to 
supply forms in sufficient quantities to agent 
to take care of business two or three months 
ahead. 


The bulletin prints a list of the 
forms which can be supplied to the 
agents on request. These include 


dwellings, mercantile risks, some spe- 
cial hazards, and use and occupancy 
forms. The use of these forms will 
not only promote uniformity, but will 
decrease the work of the stamping 
bureaus, 
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August Brings Further Heavy 
Losses to Marine Underwriters 


August, just closed, shows some un- 
usual and heavy marine losses as well 
as a heavy war loss, which unfortunate- 
ly must fall upon offices doing marine 
and war business in New York. 

These continued heavy losses, some 
of which are most unfortunate and un- 
expected, and a great many of which 
are expected, are beginning to make 
heavy inroads on underwriters’ prem- 
iums for this class of business. All in- 
dications point that in the near future 
there will be some radical changes in 
the methods of marine underwriting in 
New York, especially in reference to 
the rates that are being quoted, in the 
acceptance of risks and in the amounts 
of liability assumed. 

The principal losses reported in Aug- 


ust are: 

Steamer “Centralia” from Coos Bay 
for San Francisco, was towed back to 
her port of clearance with loss of pro- 
peller. 

Schooner “DeWitt Brown” from Port 
Tampa for Chrome, N. J., put into Ma- 
tanzas leaking. 

Schooner “Jane Palmer” from St. 
Johns, N. F., for London with cargo of 
lumber, was towed in leaking badly. 

Steamer “Kasota” at Sydney, N. S. 
W., is leaking badly in her engine room. 

Schooner “Asquith” from Cadiz for 
St. Johns, N. F., arrived at St. Johns 
after having been in collision with an 
iceberg. 

Schooner “Carrie A. Bucknam” from 
St. Kitts for New York, went ashore at 
Sandy Hook and was afterwards floated. 

Steamer “Chicago Bridge” from Bahia 
for New York, put into Barbados with 
engine trouble. 

Auxiliary bark “City of Dallas’ took 
fire in Genoa. Vessel was scuttled; 
will probably be a total loss. Hull large- 
ly insured in the New York market. 

Italian bark “City of Pascagoula,” 
from Gulfport for Buenos Ayres with a 
cargo of lumber, put into Rio de Janeiro 
in distress. 

Schooner “Eleanor A. Percy,” from 


Buenos Ayres for New York with a car-. 


go of linseed, put into Rio de Janeiro 
leaking. 

Steamer “Fordonian” while loading 
cotton in New York had a slight fire in 
her cargo. 

Steamer “Lake Govan,” from New 
York for Cuba, went ashore on the Jer- 
sey coast and was afterwards floated. 

Motor ship “Mount Baker” was in 
distress in the Atlantic with engine 
trouble, but has since arrived at her 
destination. 

Steamer “Newton,” from Spain for 
New York, was towed into Cuba short 
of coal, incurring a heavy salvage 
charge. 

Steamer “North Star,” owned by the 
Eastern Steamship Co., went ashore on 
Green Island and became a total loss. 
Vessel was valued at about $400,000 
with about $200,000 on disbursements 
and $100,000 on cargo, largely placed in 
the New York market. 

Steamer “Princess Ena,” owned by 
the Canadian Pacific Steamship Co., 
struck a submerged reef in Selmour 
Narrows. 

Steamer “Sioux” from Norfolk to Ber- 
muda with cargo of coal, went ashore 
at the entrance of the harbor. 

Steamer “West Helix,” from Vladi- 
vostok for San Francisco, reported loss 
of propeller and fire in bunkers, 


Steamer “Admiralen,” from New York 
for Havre, arrived at St. Johns, N. F., 
with cargo on fire. Vessel carries a 
very valuable general cargo largely in- 
sured in the New York market. 

Steamer “Castlewood,” from Buenos 
Ayres for New York, returned to Buenos 
Ayres with machinery damaged. 

Steamer “Cotton Plant,” loading gen- 
eral cargo in the River Plate for U. S., 
went ashore in River Plate. 

Schooner “Damietta & Joanna,” with 
cargo of lumber from Mobile for Point- 
a-Pitre, went ashore at Barbados. Ves- 
sel became a total loss. Cargo is being 
salved. Cargo insured in the New York 
market. 

Steamer “Englewood,” from New 
York for Rotterdam previously com- 
mented on, with general cargo valued 
at $3,500,000, struck a mine in the 
North Sea and was towed into Graves 
End. Loss estimated at about 30 per 
cent. 

Steamer “Kerry Range,” from Balti- 
more for Buenos Ayres, went ashore in 
Craighill Channel; was floated after dis- 
charging part of cargo into lighters. 

Steamer “Lake Arthur,” from New 
Orleans for Cuba, returned to Cuba with 
machinery trouble. 

Steamer “Lake Flynus,” from Bos- 
ton for Buenos Ayres, arrived at St. 
Thomas with machinery damage. 

Steamer “Pascagoula,” from Mobile 
for Scotland, was towed into Mobile in 
distress. 

Steamer “Point Judith” was in col- 
lision with the steamer “John Blumer” 
in New York harbor on August 14th. 
“Point Judith” was destined to South 
America and the “John Blumer” was 
destined to Scandinavian ports. 

Steamer “Quernstad,” from Newport 
News for Rio de Janeiro with cargo of 
coal, arrived at Pernambuco in distress. 

Dredges “Severn,” “Patapasco” and 
“Chesapeake” Were sunk in Delaware 
River during the heavy blow on August 
14th. Vessels are valued at $50,000 each 
insured in the New York market and 
will probably be about a 50 per cent 
loss. 

Tug “T. W. Scott” sunk in New York 
harbor! August 18th. 

Steamer “Turcoman,” from Montreal 
for Avonmouth, arrived at London with 
No. 5 hold flooded to put out fire. 

Steamer “Viking” was stranded at 
Bonavista Bay; was refloated after jet- 
tisoning deckload of lumber. 

Steamer “Westnead,” from New Or- 
leans for Genoa with cargo of cotton 
and lumber, arrived at Halifax with 
machinery trouble. 

Steamer “Admiral Sebree,” from 
Ocean Falls for San Francisco, lost pro- 
peller and was towed into Seattle. 

Schooner “Annie E,” from Honolulu 
for San Francisco, returned to Honolulu 
leaking. 

Steamer “Anniston,” from New Or- 
leans for Buenos Ayres, put into St. 
Thomas with machinery damage. 

Lighter “Archer,” with cargo of co- 
coanut oil, capsized at Staten Island. 
Cargo valued at $65,000, insured in the 
New York market. 

Steamer “Ashanti,” from New York 
for the West Coast of Africa with very 
valuable general cargo, was destroyed 
by fire at Dakar. 


Steamer “Biran,” from New York for: 


Brazil, struck a reef and arrived at 
Maranham with water in hold. Will 
discharge cargo to complete repairs. 
Lake barge “Captain Dunn,” from 
Quebec to lake ports with cargo of wood 
pulp, sank at Quebec. 
Steamer “Chaudiere,” from Halifax 
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for Bermuda, struck a rock entering 
Bermuda and did considerable damage 
to cargo in No. 1 hold. 

Steamer “George G. Henry” took fire 
at Rouen harbor and did considerable 
damage to the vessel and cargo on the 
wharf. 

Steamer “Mohegan,” which put in in 
distress at Rio de Janeiro, was totally 
destroyed by fire on August 5th. It is 


_ reported that there was recently placed 


in the New York market $250,000 on 
the hull of this vessel against port risk 
while at Rio de Janeiro which means 
an additional $250,000 loss for New 
York marine underwriters over the 
amount already lost on cargo. 

Steamer “Mundale,” while loading 
cargo of sugar for trans-shipment from 
New York to Constantinople, reported 
that a lighter loaded with sugar was 
sunk alongside the vessel. 

Steamer “Nembe,” from New York 
for West Coast of ‘Africa previously re- 
ported as having fire on board, has been 
sunk in the harbor of Accra. Vessel had 
a very valuable general cargo and it 
will fall heavy on New York under- 
writers. 

Schooner “Nomis,” while being 
launched at Pensacola August 9th, 
stuck on the ways. 

Auxiliary schooner “Pelican,” from 
Melbourne for Christiania, went ashore 
on the coast of Aruba but was after- 
werds floated. 

Steamer “Ribe,” from New York for 
Copenhagen, was in collision with the 
steamer “Parchin.” 

Fr. bark “Seine,” from Wilmington, 
N. C., for Havre, had a serious fire on 
board damaging cargo cotton severely. 

Steamer “Severance,” from Sabine 
via Norfolk for Kramfors, is reported 
ashore near Hornefors. 

Steamer “Shinbu Maru,” from Yoko- 
hama for Seattle, went ashore near Se- 
attle, but was afterwards floated, 
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Greek schooner “Smyrni,”’ from New 
York for Oran, Algiers and Piraeus, put 
into Fayal leaking. 

Bark “Svarvanut,” from Buenos 
Ayres for New York with a cargo uf 
linseed, was towed into New York by 
the steam yacht “Theresa” with loss 
of sails. 

Steamer “Tapajoz” hed a fire in coal 
bunkers while lying at the pier in 
Brooklyn. Vessel was loading general 
cargo for South America. 

Steam yacht “United States” went 
¢shore near New Bedford. Vessel is 
being salved and will be a very heavy 
loss on underwriters writing this class 
of business as this vessel is valued at 
over $500,000 and has the most luxur. 
ious fittings of any yacht in these 
waters. 

Steamer “Walter D. Munson,’ a light 
er with cargo ex this vessel caught fire 
at Cardenas and was totally destroyed. 

Steamer “Admiral Hastings,” with a 
general cargo from Montreal for Gib- 
raltar went ashore near Quebec and was 
afterwards floated and is now sailing 
for Sydney, C. B., for examination. 

Ship “Alice A. Leigh,” from New 
York for River Plate with general cargo 
put into Fayal leaking. Vessel carried 
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general cargo. Hull and cargo insured 
in the New York market. 

Steamer “Alpaco,” Emergency Fleet 
wooden vessel with a full cargo of lum- 
per under and on deck, put into Pensa- 
cola with machinery damage. ; 
“eactri I,” a wooden vessel built by 
the Emergency Fleet Corp., now Nor- 
wegian owned, on a voyage from Pensa- 
cola for River Plate with a full cargo of 
jumber under and on deck, put into 
Mobile with engine trouble. 

Steamer “Balino,” from Cardiff for 
Charleston, a wooden vessel owned by 
the Emergency Fleet Corp., arrived at 
Charleston with fire in hold and vessel 
had to be beached. 

Steamer “Corrales,” a steel vessel 
built by the Emergency Fleet Corp. at 
Manitowoc, Mich., while loading a gen- 
oral cargo at Boston sprung a leak and 
did heavy damage to cargo. 

Anxiliary schooner “Elmir Roberts” 
was destroyed by fire while on a voy- 
age from Bordeaux to New York. 

Auxiliary schooner “Emily” from St. 
Jago, Cuba, returned with machinery 
trouble. 

Schooner “George D. Edmands,” from 
Bermuda for Hillsboro, Nova Scotia, in 
ballast was totally destroyed by fire. 

Br. steamer “Hortensius,” from Liver- 
pool for New York, was in collision in 
New York harbor with a Munson Line 
steamer “Munaires.” The “Munaires” 
was seriously damaged and was towed 
in by a wrecking tug. 

Steamer “Lake Mary,” Emergency 
Fleet vessel bound from Maine for Nor- 
folk, ran ashore near Rockport. 

Fr. steamer “Lieut. Jean Laurent,” 
loading a general cargo from New York 
for Havre, had a serious fire amongst 
the cargo doing considerable damage to 
the same. 

Steamer “Moss Point,” from Pensa- 
cola for Pernambuco with full cargo of 
lumber, put into St. Thomas with ma- 
chinery damage. This is a wooden ves- 
sel owned by the Emergency Fleet Cor- 
poration. 

Steamer “Mystic,” from Baltimore for 
Dunkirk, was ashore at the latter port. 

Italian steamer “‘Nettuns,” from Pen- 
sacola for Italy, ran ashore near Pen- 
sacola and was afterwards floated. Ves- 
sel carried a general cargo. 

Steamer “Pascagoula,” a wooden 
steamer owned by the Emergency Fleet 
Corporation, while on a voyage from 
Mobile for England with a full cargo of 
lumber under and on deck, put into Key 
West with machinery trouble 

Steamer “Sewickley,” from Grays 
Harbor for Astoria with a cargo of lum- 
ber, caught fire in coal bunkers while 
leaving Grays Harbor. Fire was put 
out by crew. 

Steamship “W. M. Irish’ was towed 
into Delaware Breakwater by the steam- 
er “Herbert L. Pratt,” with machinery 
trouble. 

Steamer “Western Scout,” loading a 
general cargo at Boston for France, had 
damage done to her cargo by fire. 

Steamer “Western Sea,” from Liver- 
pool for Norfolk, put into St. Michael 
with machinery damage. 

Steamer “Salerno,” from New York 
for Constantinople and the Far East, ar- 
rived at Turkey with a fire in No. 2 hold. 
Vessel had to be beached. Vessel car- 
ried a very valuable general cargo part- 
ly insured in the New York market. 

It will be noted that among the cas- 
ualties reported, auxiliary motor ves- 
sels are having a most unfortunate and 
consistent record for fire losses. It will 
also be noted that vessels loading car- 
goes of sugar on our coasts are having 
an unfortunate number of fire claims. In 
fact there has been an unusual epi- 
demic of fire losses on all classes of 
vessels which has been rather unusual 
'n the history of marine insurance, ex- 
cept during the period of the war. When 
these fires broke out the cry was always 


made that they were occasioned by 


Not Trying to Kill 
New Companies 


MARINE CONDITION EXPLAINED 





Situation Similar to That Following 
Other Wars; Business Not 
Governed By Tariff 





Hendon Chubb, of Chubb & Sons, 
New York, has taken exception to the 
statements made from time to time 
lately that the older and stronger ma- 
rine companies are planning to drive 
out of business the newer companies, 
by cutting rates. Mr. Chubb made a, 
statement in this connection, which 


was published in the Journal of Com- 
merce, and which reads: 

“It seems to me to be the hysterical 
cry of some one hurt bv his own folly. 
That there is any concerted or general 
attempt on the part of old established 
marine insurance companies, either 
American or foreign. to drive out new 
companies by reducing rates is on the 
face of it ridiculous. The old estab- 
lished companies know too well what 
inadequate rates mean, and that there 
is too much to lose and nothing to gain 
by such proceedings. 

“As far as my observation goes, 
uearly all the reductions in rates have 
been brought about by the new and 
less experienced companies. This is 
natural. During the war they had a 
large business on war risks. This is 
now gone, and in order to secure other 
business they have to offer induce- 
ments and these inducements natur- 
ally take the shape of reduced rates. 
The marine insurance market, not 
enly in America but all over the world. 
has been expanded and new companies 
have come in. Some of these natur- 
ally are without much underwriting 
judgment ‘or “experience, and during 
the process of their education all un- 
derwriters will have to suffer. The 
history of marine insurance after all 
zrest wars has been the same. There 
has always been a great expansion 
during the war, based upon war risks, 
and when war risks are taken away 
there is keen competition for the di- 
minished business. Marine insurance 
has never been subject to tariff con- 
trol as fire business is, and therefore, 
rates have been competitive and there 
have always been periods during 
which much of the business has been 
done below cost.” 





WILL ERECT BUILDING 


It is understood that the tenants of 
the buildings located at 73-5-7-9-9% 
Maiden Lane and 9 to 11 Gold Street. 
have been ordered to vacate by the 
end of this month. All these are 
monthly tenants. The buildings are 
at present owned by the John G. Wen- 
dell estate. A ten story building is to 
be erected and ready for occupation 
by the first of next May. 





NEW JERSEY AGENCY PLACED 

The World Underwriters’ Agency, 59 
Maiden Lane, New York, has been ap- 
pointed general agent in New Jersey 
for the United States Fidelity & Guar- 
anty, with New Jersey headquarters at 
1 Montgomery Street, Jersey City. 
Thomas Tileston is manager. 








alien enemy sympathizers. It seems, 
now that the war is over, that these fire 
losses are occurring with equal regu- 
larity. Some steps ought to, be taken 
by the government to investigate the 
origin of these losses and fix the blame 
for them, as the number of losses of 
this kind indicates there must be 
something the matter in the storing of 
cargoes at the Atlantic seaboard. 
OBSERVER. 
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Cable Address “LaBoyt” Established 1900 


LA BOYTEAUX & CO., Inc. 
82 BEAVERST. Jnsurance Brokers NEW YORK 


Act as representatives of the insured in all matters pertaining to the 
placing of insurance and collection of losses. The service offered 
is efficient, trustworthy and prompt. We invite submission 
of your problems as well as your orders. 























AN ORGANIZATION 


Not a Mere Company 


—an organization of men, with high ideals, who know insurance 
in all its phases. 

—an organization of men, not a mere, cold blooded Company, 
working smoothly in the interest of insurance and the broker. 


—an organization, whose officers and department managers ex- 
tend their personal efforts, energy and attention to serve the 
broker. 






THE IMPORTERS AND EXPORTERS 
INSURANCE COMPANY 


Marine Fire 
17 South William St. 


SURPLUS TO POLICYHOLDERS  $1,404,261.74 


Automobile 
New York 
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Agreed Value in Bill 
of Lading Held Valid 


AFFECTS SUBROGATION RIGHTS 


Shipper Not Influenced By Declaration 
Not Determining Tariff or 
Conduct of Carrier 


By a decision of the New York Court 


of Appeals it is held: 

“That the agreed valuation in a bill 
of lading is valid and effective only 
when it is related to the rate charged 
for transportation and the shipper can- 
not be estopped by an agreement or 
declaration concerning value which in 
no way affected the tariff or conduct 
of the carrier.” 

The decision is of interest to trans- 
portation insurance men from the 
standpoint of subrogation: 

The Court held that a condition in a 
through bill of lading issued for a ship- 
ment from Yokohama, Japan, to New 
York, via the Pacific Coast, providing: 

“It is expressly agreed that the 
goods named in this bill of lading are 
hereby valued at not exceeding $100 
per package, and unless a different or 
other value is expressly written and 
declared herein, the liability of the 
companies therefor, in case of the total 
loss of all or any of the said goods 
from any cause shall not exceed $100 
per package.” 
does not estop the owner from recov- 
ering the invoice value of the goods if 
the loss, damage or injury results from 
causes for which the carrier is liable, 
and if the declared value in no way 
affected the rate of freight. 


Limiting Clause Set Aside 


The action in question was brought 
to recover $17,549.01, representing the 
invoice value of fifty-six cases of goods 
destroyed in the overland movement 
to New York, and the carrier, relying 
upon the condition in the steamship’s 
bill of lading referred to above, sought 
to limit its liability to $5,600. 

The railrocMs participating in the 
transcontinental movement are subject 
to the interstate commerce law and in 
conformity therewith filed freight clas- 
sifications and tariffs with the Inter- 
state Commerce Commission applic- 
able to the movement from the Pacific 
Coast to New York. 

Tariff Governed by Class 

The tariff containing the freight 
rate is governed by the freight classi- 
fication of which publication the Uni- 
form Bill of Lading is a part, and the 
terms of that document govern the 
overland transportation to New York. 
A condition of the Uniform Bill of 
Lading when the loss occurred pro- 
vided: 

“The amount of any loss or damage 
for which any carrier is liable shall be 
computed on the basis of the value of 
the property (being the bona fide in- 
voice price. if any. to the consignee, 
including the freight charges if pre- 
paid) at the place and time of ship- 
ment under this bill of lading, unless 
a lower value has been represented in 
writing by the shipvers, or has been 
agreed upon or is determined bv the 
classification or tariffs upon which the 
rate is based, in anv of which events 
such lower value shall be the maxi- 
mum amount to govern such computa- 
tion, whether or not such loss or dam- 
age occurs from negligence.” 

The tariff contained only one rete of 
freight, viz.. $1.25 per 100 nonnds ecar- 
loads, minimum weight 30.000. and 
there was, therefore, no opportunity 
for a valuation by the shipper for the 
nurpose of securing a lower rate, nor 
for the carrier to secure a limitation 
of its liability in consideration for such 
lower rate. 

Chalnges in Bill of Lading 

In connection with this case, it is in- 
teresting to note the changes which 
the bill of ldding condition here con- 


cerned has undergone since the cause 
of action arose. 

The first Cummins amendment to 
the Act to Regulate Commerce became 
effective June 2, 1915, and provided 
that the carrier should be liable to 
the lawful holder of a bill of lading 
for the full actual loss, damage, or 
injury to property caused by it. By 
supplements to the classifications ef- 
fective simultaneously with the first 
Cummins amendment the bill of lad- 
ing condition was corrected to read: 

“The amount of any loss or damage 
for which any carrier is liable shall 
be computed on the basis of the value 
of the property at the place and time 
of shipment under this bill of lading.” 

Wren preparing a corrected bill of 
lading to conform with the require- 
ments of the first Cummins amend- 
ment, the carriers in Official Classi- 
fication territory inadvertently omitted 
the words “including the freight 
charges, if paid,’’ which resulted in a 
difference in the bills used in Official 
and Western territories and caused 
considerable inconvenience to shippers 
in Official territory. To remedy this 
situation the Carriers Bill of Lading 
Committee recommended the change 
necessary to conform with the bill 
adopted by the western lines and this 
change was nmiade in official territory 
on January 1, 1916. 

Second Amendment Adopted 

On August 9, 1916, the second Cum- 
mins amendment was approved and 
by virtue thereof the carriers were 
permitted to limit their liability for 
property, except ordinary live stock, 
upon establishing bv order or approval 
of the Interstate Commerce Commis- 
sion rates dependent upon the value 
declared in writing by the shipper or 
agreed upon in writing as the released 
value of the property. As to ordinary 
live stock and all other property not 
shipped at released rates, the carrier 
is liable for the full actual value. This 
is the law at the present time. 

On April 14, 1919, the Interstete 
Commerce Commission rendered its 
latest report “In the Matter of Bills of 
Lading.” In this report the Commis- 
sion held that the conditien hereto- 
fore referred to as contained in the 
present bill is superfluous so far as 
the transportation of property shipped 
under rates dependent upon declared 
or released values is concerned and un- 
lawful and void in respect of all other 
property. The condition is, therefore, 
ordered eliminated from the proposed 
bill accompanying the Commission’s 
report. 

Order Indefinitely Postponed 

The Commission’s order originally 
provided that the new bill would be- 
come effective with August 8. but this 
time was later extended until Septem- 
ber 8. On June 27 the Alaska Steam- 
ship Company and other carriers filed 
a petition in the United States District 
Court for a preliminary injunction re- 
straining and suspending the enforce- 
ment of the Commission’s order. On 
July 12 the Court granted the motion 
for this injunction and on August 4 
the Commission directed that the ef- 
fective date of the supplemental order 
in this case be indefinitely postponed. 

This case was submitted to the Com- 
mission December 7, 1918. The Mer- 
chants’ Association of New York. 
through the Traffic Bureau. appeared 
at the various hearings and presented 
testimony relative to the shippers’ in- - 
terests therein. 





COLUMBIA AGENCY PLACED 

The World Underwriting Agency, 59 
Maiden Lane, New York, has been ap- 
pointed sole agent in New York City 
for the Columbia of Jersey City, for 
automobile and aircraft lines. Thomas 
Tileston is manager of this agency. He 
was formerly special agent for the 
North German and was for several 
years in the agency department of the 
Queen. 





Charles Ritchie, Esq., S. S. C., 83 
years old and the oldest director of 
the Caledonian, died a few days ago 
in Edinburgh, Scotland. 
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MARINE AND FIRE 
RE-INSURANCE 


ROBT. R. toe LAER, Inc. 


New York, Amsterdam, Copenhagen and Buenos Aires 


New York 














WM. H. McGEE & CO. 


General Agents Marine Department U. S. Managers 
St. Paul Fire & Marine Insurance Ca Skandinavia Re-insurance Co. 
Phenix Insurance Co. ef Hartferd openhagen 
Great American Ins. Co., New York - , 
Camden Fire Insurance Association 
Westchester Fire Insurance Co. 


Niagara Fire Ins. Co. 


Agents Marine Department 
Providence Washington Insurance Coe, 
Massachusetts Fire & Marine Ins. Co. 








MARINE DEPARTMENT 


NATIONAL FIRE INSURANCE CO. of Hartford, Conn. 


MARINE DEPARTMENT 


NORTHWESTERN NATIONAL INS. CO. of Mitwaukee, Wis. 


UNITED STATES GENERAL AGENT 


A/S NORWEGIAN JOINT INS. CO., P.K.W.S., LTD. of Christiania, Norway 
OVERSEAS UNDERWRITING AGENCY, Inc. 


27 WILLIAM STREET NEW YORK 
” Telephone Broad 346-7-8 











AMERICAN EQUITABLE ASSURANCE CO. 


OF NEW YORK 
Surplus to Policyholders $1,014,237.98 


Marine and War 
Risk Insurance 


Losses made PAYABLE in all parts of the world 


Columbia Underwriting Agency, Inc. 
ALBERT ULLMANN, President 
General Agents Marine Department 


48-54 BEAVER STREET, NEW YORK 

















ALB. SMEESTERS 
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h Managerial 
—_ Timber for Council 


MEETING CALLED FOR TODAY 





tment and Compensation Board 
~~ Thought Eligible for New 
National Body 





One hears a number of names men- 
tioned as managerial timber for the 
National Council on Workmen’s Com- 
pensation Insurance; for instance, Whit- 
ney of the Service Bureau; Senior, New 
York Rating Bureau (who says “not a 
candidate”); Leslie, New York Depart- 
ment; Greene, New Jersey Bureau; 
Downey, Pennsylvania Board and Cogs- 
well, of Massachusetts. Of the inde- 
pendent bureau men, Kelly of Pennsyl- 
vania and Magoun of Massachusetts are 
mentioned; also Frank Law, who used 
to be with the Fidelity & Casualty. 
Attention centers on men now manag- 
ing the various state boards or inde- 


pendent bureaus. 

This position demands many high 
qualities which it is hoped may be 
found in one man. There are many in- 
terests to be satisfied. While expert 
actuarial ability is desirable, it is 
thought not absolutely essential. A 
competent actuary can be obtained for 
the Council and the manager relieved of 
that work. .The manager-to-be must 
meet the views of the various state or- 
ganizations; the Council being largely 
a development of state department 
ideas. He must be a man of consider- 
able force; an executive as well as a 
technical man; a good handler of big 
men; one with a nation wide knowl- 
edge of the compensation situation; a 
man of pleasing personality. Altogether, 
the Council managership is a big man’s 
ob. 

; Will Meet Today 

This, Friday, afternoon the govern- 
ing committee of the National Council 
will meet to elect a general manager 
and for other organization work. 

The committee of eight, appointed 
last week, will meet September 25, at 
the New York Rating Board offices to 
develop a plan for non-partisan rate 
making in all compensation states, with 
a provision for state regulation of rates 
where there is no state regulation at 
present. 

The committee of eight is composed 
as follows: Fidelity & Casualty, General 
Accident, Travelers, United States Fi- 
delity & Guaranty, Liberty Mutual, 
American Mutual, Security Mutual & 
Casualty, Reciprocal Exchange of Kan- 
sas City. 

Reorganization Completed 

Reorganization of the National Coun- 
cil on a national rate making basis was 
completed last week. The proposed 
constitution was adopted. Expenses of 
administration will be apportioned “In 
Proportion to the benefits received.” 

The stock companies held a separate 
election to choose a governing com- 
mittee. The United States Casualty 
was elected for the one-year term; 
Maryland Casualty, two-year term and 
Royal Indemnity, three-year term. 

The mutuals, inter-insurers and state 
funds made this selection: New York 
State Fund, one-year term? Michigan 
Mutual Liability, two-year term; Utica 
Mutual, three-year term. 

The National Association of Mutual 
Casualty Companies and the Compensa- 
tion Inspection & Rating Board of New 
Jersey ratified the constituti.n. Other 
boards and bureaus are expected to fol- 
low suit. The election of standing com- 
Mittees is to come next. Meanwhile the 





selection of a manager is the topic of 
absorbing interest. 
Constitution Details 

All of last Thursday was occupied in 
talking over the constitution but noth- 
ing was decided until Friday. Presi- 
dent Stone, Maryland Casualty, object- 
ed to the membership clause of the con- 
stitution and offered an amendment pro- 
viding that the individual carriers have 
€quait membership in the Council. This 
was lost. President Bucklin, Liberty 
Mutual, offered this amendment to 
Article 3, which was adopted: 

“Individual carriers shall be members, 
as such, but by virtue of their member- 
ship in subscribing boards or bureaus, 
shall have the powers conferred upon 
them as specified in this constitution.” 

This amendment is expected to give 
the individual carriers full powers in 
the guidance of the Council but also 
eliminating one of the principal Serv- 
ice Bureau troubles, namely; important 
members resigning when matters do 
not go to suit them. 

Service Bureau companies will large- 
ly control the membership of the stock 
interests on the governing committee. 

By an amendment to the constitution, 
veiative to the governing committee; 
non-participating members of that com- 
mittee shall be voted for only by the 
non-participating carriers and partici- 
pating members by participating car- 
riers. 

Mr. Bucklin offered a resolution fay- 
oring further extension of state super- 
vision of rates and the establishment of 
independent rating bureaus in the var- 
ious states. This was adopted. 

The mutuals were ably represented at 
the conference and appear thoroughly 
satisfied with the results. 





CONTRACTOR MAKES STATEMENT 





President of New Service Corporation 
Tells How Success of Organ- 
ization is to Be Attained 





Daniel A. Garber, president of the 
Contractors Service Corpora‘tion, New 
York, has made a statement regarding 
the organization of that company, in 
which he says: 

“If the best results are to be accom- 
plished, it is essential that all members 
of the contractors’ association place 
their business through this corpora- 
tion, and it is the hope of the associa- 
tion’s officers and directors that there 
will not be a single exception. If this 
is done the volume of business will be 
such as to give the managers of the 
corporation a very large influence in 
fixing the rates and in obtaining prop- 
er coverage and prompt service; and 
if satisfactory results are not then ob- 
tained from the companies there are 
other measures that can be adopted. 
It is likewise necessary that the man- 
agers have discretion to place the in- 
surance and bonds where they can 
get the best results for the whole as- 
sociation though they will no doubt 
give due consideration to the prefer- 
ence of any member for any particu- 
lar company. Agencies will be estab- 
lished in all the principal cities for 
the convenience of the members.” 


‘Claim Men Have 


Good Program 


THREE DAYS At OLD POINT 





Tenth Anniversary of Organization 
to te Commemorated By Biggest 
Meeting in Its History 





The Claim Association meeting, which 
opens in Old Point Comfort, September 
zz, com .emorates the tenth anniversary 
ot the organization. All the past presi- 
dents have agreed to be on hand and a 
special eftort has been made to make 
tne program a good one. 

Coionel Joseph Button, insurance com- 
missioner of Virginia, Wlil make tne 
uadaress of welcome, to which James WG. 
Maddigan of the Great Hastern, will re- 
piy. ste will also make an address. 
Admirat Henry T. Mayo, who was in 
charge of the Atlantic bieet, has agreed 
to tell some of his experiences. The 
visitors also expect to get considerable 
entertainment and instruction out of a 
trip to the big navy yards: in the vicinity 
ot Olid Point. 

Edson 8. Lott, president of the United 
States Casuaity, wili present some Ob- 
servations OL a company executive. Don 
Carlos, In Charge ot the New xOorK Cily 
claim pranco Oo: the ‘lraveiers, will taix 
vu “she Adjuster aS a Part OL the Seli- 
ing Urganization.” Dr. Judson fF isner, 
New Xork, 1s to dweli on the importance 
ot a pnhysicai examination in counection 
witn neaitn and accident imsurance. 
Austin WV. Keiley, assistant inspector of 
risks for the mutual Lile, New York, 
wilt taik oc tne insurance companys 
relation to inaustrial conditions. mr. 
Kelley neid the rank of captain during 
the war and made a speciaity of inves- 
ligating and classifying special hazards 
in war plants. He nas recently been in 
Arizona investigating hazards in mines. 

Will Present Tax Problems 

Frank H. Sullivan, of Jones, Hocker 
& Sullivan, St. Louis, will present the 
subject “Anti-removal Statutes.” Charles 
F. Nesbit, former superintendent of in- 
surance, District of Columbia, and later 
in charge of the War Risk Insurance 
Bureau, will be heard on “Federal Taxa- 
tion Problems.” Roy P. Gregory, sec- 
retary of the Reliance Life, Pittsburgh, 
will tell of the experience of a life in- 
surance company doing an accident and 
health business. 

Addresses will also be made by 
Arthur I. Vorys, of Columbus, former 
commissioner of insurance in Ohio; Bur- 
rell Wright, of the Indianapolis Bar and 
W. L. Clark, general counsel for the 
Maryland Casualty. 

Monday, September 22, will be given 
over to business. Tuesday, after a busi- 
ness session, an inspection will be made 
of the naval plants. Tuesday night the 
annual banquet will be held, followed 
Wednesday by a business session and 
the election of officers. Entertainment 
will be provided for visiting ladies dur- 
ing the convention. 

The association has passed the 100 
mark in company members. So far 66 
companies have signified their intention 
to be represented. 
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N, Y. Attorney General 
Makes Bond Decision 


MOST DEPARTMENTS ACCEPT IT 








County Clerk’s Notarial Authority 
Certificates on Bonds Running to 
State Waived 





The attorney general's office at Al- 
bany has been prevailed upon to ren- 
der a decision waiving the necessity of 
county clerk’s certificates of notarial 
authority on all bonds running to the 
State of New York. 

The attorney general, through 
George A. Fisher, deputy, made a 
very sensible decision in which he 
stated: 

“The practice of requiring county 
clerk’s certificates is a safe one, al- 
though it cannot be stiid to be indis- 
pensable. It arises more out of over- 
cautiousness than necessity. It very 
seldom becomes necessary to intro- 
duce any of these bonds in evidence 
and a clerk’s certificate can be pro- 
cured and attached at any time should 
it become desirable or imperative to 
introduce same in evidence. The pos- 
sibility of mistake or fraud is too re- 
mote to receive extended considera- 
tion. Mistakes may arise but if a 
bond is properly signed and sealed by 
the obligors and bondsmen and ac- 
knowledged before some notary with- 
out authority, or whose term has ex- 
pired, or who has not been sworn in, 
the parties executing such bond would 
not be relieved from their obligation. 
As to the possibility of fraud, of 
course, that might occur, but if any 
person acted wilfully in such a case 
and held himself out as a notary with- 
out being so, he would be guilty of a 
crime under the penal law. Crime is 
always possible but I do ngt think the 
bonding companies should be required 
to incur such a large annual expense 
to avoid the possibility of either mis- 
take or crime. The liability of the 
surety companies would not be les- 
sened or the state’s security in any 
way jeopardized by the acceptance of 
such bonds without clerk’s certificates 
and considering the increased ex- 
penses, including taxes and inciden- 
tals, I am inclined to waive the at- 
taching of clerk’s certificates, ete., 
etc.” 

How Decision Was Received 

This decision by the attorney gen- 
eral has been accepted by all of the 
various state departments on bonds 
which do not go to the attorney gen- 
eral, but are approved by the attorneys 
for those departments, with the pos- 
sible exception of the State Banking 
Department which has stated that in- 
asmuch as the attorney general’s deci- 
sion covered bonds approved by him, 
they could not accept his decision 
which only goes to show that Gover- 
nor Smith in his last annual message 
to the legislature was correct in his 
statement that legal decisions should 
be left to the attorney general’s office 
and not to the attorneys of the various 
state departments. 

It would be well if all bonding 
agents, when executing bonds which 
run to the State of New York, would 
indicate at the bottom of those bond 
forms, except in the banking depart- 
ment, that the necessity for county 
clerk’s certificates has now been 
waived by the attorney general, even 
though the forms might contain a 
printed notation to the effect that they 
are required. 





MONTHLY BUSINESS REINSURED 
The Southern Surety has reinsured 
the monthly premium business of the 
Kansas City Casualty, as of August 
1. This amounts to about $40,000 and 
is mostly in Missouri, Colorado, Utah 
and Kansas. The Kansas City Casu- 
alty’s other lines were taken by the 
Employers’ Indemnity, Kansas City. 
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Got Six Germans 


Harry Hacker, an adjuster for the 
Great Eastern Casualty, is wearing a 
D. Ss. O. which he acquired under 
thrilling circumstances. Hacker is 
only about five feet tall, but he knows 
how to fight. While on duty he heard 
his lieutenant reporting to headquar- 
ters the location of a German machine 
gun nest and asking that assistance 
be sent at once. For some reason the 
relief was delwyed. Hacker, realizing 
the seriousness of the situation, sallied 
forth on his own initiative, so the or- 
der reads, and covered 500 yards 
across shell swept territory to where 
the nest was located. He had all the 
hand grenades he could carry. He 
started pelting the gunners, silenced 
the machine guns and returned to his 
lines with six surprised Germans. 

* ok a” 


Selecting Adjusters 


Some adjusters of automobile losses 
cannot understand why companies do 
not employ a former plaintiff’s attor- 
ney on this work, instead of taking 
those who have not had any such ex- 
perience, which enables the adjuster to 
detect many errors and misrepresenta- 
tions by claimants. 

* * *” 


Farmers Seek Good Goods 


All kinds of high class goods are 
being sold in rural sections. It is up to 
the seller of insurance to see that the 
country people buy good insurance as 
well as good clothes, pianos, motors, etc. 

s s+ ¢ 


Intensive Work Planned 


The Fidelity & Deposit has em- 
ployed Joseph B. Reinhalter to assist 
in the development of its contract 
business throughout the country. Mr. 
Reinhalter was for twelve years asso- 
ciated with the Woodbury Granite 
Company, in charge of sales through- 
out the United States and was in con- 
stant touch with all the leading con- 
tractors and architects. He has a very 
extended personal acquaintance among 
them. Mr. Reinhalter will work on 
all cases in conjunction with branch 
offices and agencies with a view to as- 
sisting them in getting business. He 
will attend all important lettings and 
will also work on the bonds of all 
prospective construction work of im- 
portance. At other times he will de- 
vote his efforts among the better con- 
tnactors of the country. 


STRONG CONNECTION IN ST. 
LOUIS 





The Fidelity & Deposit has closed 
an arrangement in St. Louis by which 
Emmett M. Myers became associated 
September 1 with George R. Wendling 
as associate manager of the St. Louis 
branch office. The business will be 
conducted under the title of Myers & 
Wendling, resident managers. Mr. 
Myers has for many years been St. 
Louis manager of the American Sur- 
ety, and has bade a splendid record 
wth that company. 


MEETING POSTPONED 
The agency convention of the Gen- 
eral Accident, in Atlantic City, hap 
been postponed until October, to al- 
low for the arrival of Manager Norrie- 
Miller, who has been delayed in leav- 
ing Scotland. 


WILL ENTER ALABAMA 
The London Guarantee & Accident 
is preparing to enter Alabama. 











OFFICERS RE-ELECTED 


Health and Accident Men Renew 
Fight on Socialistic Schemes 
Through Special Committee 


Fully satisfied with its present offi- 
cers, the Health & Accident Under- 
writers’ Conference re-elected them at 
its annual meeting at Niagara Falls, 
with the exception of C. O. Pauley, 
who succeeds Elmer Louckes as first 
vice-president. Those back from the 
meeting say that no big subjects were 
discussed this year and that the at- 
tendance was not up to that of former 
years. They refer to the annual ad- 
dress of President Hamilton as a 
strong document. He made a special 
appeal for co-operation by all the peo- 
ple to aid in a return to normal indus- 
trial conditions, and voiced opposition 
to socialism, radicalism and_ state 
insurance. A committee was appointed 
to report on the president’s recommen- 
dations. It returned 4 strong anti- 
socialistic resolution and plan of co- 
operation, to carry out which a special 
committee was appointed, composed 
of C. H. Boyer, I. N. Stevens and 
W. W. Dark. 

Forbes Lindsay, of the Pacific Mu- 
tual Life, declared combination insur- 
ence to be a marked development of 
the day. He described the double in- 
demnity policy as entirely speculative 
and believes the temporary disability 
contract is sound in principle and 
bound to advance. Mr. Lindsay thinks 
the combination policy aids small life 
companies particularly to increase pro- 
duction and that the weekly indemnity 
policy attracts business. He believes 
most of the companies should reinsure 
the greater part of their disability 
risks and that the life companies help 
rather than hinder the casualty com- 
panies by writing combination policies. 





GOING TO WHITE SULPHUR 

A. C. Hegeman, executive commit- 
tee chairman of the Insurance Fed- 
eration, State of New York, and official 
delegate to the National Council meet. 
ing is going to White Sulphur Springs 
with a program calling for intensi- 
fied Ameridanism and the stamping out 
of radicalism, call it Bolshevism, or 
whatever one will. Edzar M. Griffiths 
Albany, Frank M. Chandler, Troy; A. 
J. Hollister, of M. E. Wolf Company. 
Rochester, who is treasurer of the 
New York State body, and Stanley L. 
Otis are expected at the meeting. 








Assets 

Liabilities 

Capital 

Surplus over all liabilities 
Losses paid to June 30, 1919. 


The Company’s Lines: 


Liability, Teams’ Liability. 


Fidelity, Surety, Accident, Health, Disability, Burglary, Rob. 
hery Larceny, Theft, Plate Glass, Druggists’ Liability, Owners’ and Tenants’ Lia- 
bility, Employers’ Liability, Public Liability, Steam | 
Compensation, Automobile, (Liability, Property Damage and 
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The Fidelity and Casualty Company of New York 


92 LIBERTY STREET, NEW YORK, N. Y. 


Metropolitan Office—92 William St. 
SEMI-ANNUAL STATEMENT JUNE 3, 1919 
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BUSINESS=BUILDERS 





BOSTON 
Paid-In Capital $1,500,000 





DEVELOPING 
i Fidelity and Surety Bonds, Liability Workmen's 
Compensation, Automobile, Accident, Health, 
Burglary and Plate Glass INSURANCE 


APPRECIATE THE CO-OPERATION OF THE 


Masonthasetts Bonding and Insurance Company 





T. J. FALVEY, President 
Write For Territory 








WILL WRITE AUTOMOBILE 


American Liability Preparing to Enter 
Field and Takes Optimistic 
View of Business 


The American Liability, Cincinnati, 
is getting ready to enter the automo- 
bile field, with double its present capi- 
tal and an ample surplus. Naturally 


the company takes an optimistic view 
of the automobile insurance business 
and sizes up the situation in these 
words: 

“Fifteen years ago but few automo- 
biles were in use. In 1918 there were 
approximately 6,000,000 automobiles 
registered in the United States, an in- 
crease of more than 1,000,000 over the 
licenses issued in 1917 notwithstand- 
ing the curtailment in manufacture on 
account of the world war. 

“No industry has made such remark- 
able progress in recent years and deal- 
ers everywhere are away behind in 
their deliveries of new cars. 

“Liability insurance on automobiles 
has not kept pace with the manufac- 
turers’ output of cars. It is estimated 
by authorities that whereas 40 to 50 
per cent of the automobiles in large 
eastern cities like New York, Philadel- 
phis} and Boston are insured, in the 
Middle West, Western and Southern 
States not more than 10 to 15 per cent 
of the cars are covered. 

“Bills are pending in several states 
providing some evidence of insurance 
must be made before license is issued 
to operate an automobile on the public 
highways. 

“Street car and automobile accidents 








80 Nassau Street - - 





Reserve Your Tables— 


for luncheon at the Health Food Restaurant, where 
the best grades of foodstuffs are prepared by 
caterers who can suit your tastes. 


Pastries Superb Every Day 


baked by the baker who baked for Burke’s for 
more than thirteen years. 


HEALTH FOOD RESTAURANT 


Near John and William Streets 
PHONE JOHN 2278 


9-11 Dutch Street 

















furnish a fertile field for ambulance. 
chasing lawyers, and such injuries usu. 
ally result in law surts unless given 
immediate attention. A liability com. 
pany which gives the best service to 
its policyholders is one that keeps 
them out of court, at the same time it 
is serving itself best. This can be 
accomplished in most cases by having 
an adjusting department capable of 
handling the situation as it may arise 
and efficiency and promptness on the 
part of every one connected with it. 

“In the state of Ohio alone there 
were 415,000 automobile licenses is- 
sued last year, and it is predicted a 
half million will be issued in 1919. 
New York leads the nation, Ohio is 
second.” 





BIG PREMIUM LANDED 


The Contractors Service Corporation, 
New York, has placed a liability line 
with approximately $50,000 premium. 
The contractor, it is said, had a blanket 
policy that he supposed covered every 
kind of work he might do anywhere ia 
the United States. It appears that the 
breadth of cover was not as extensive 
as was supposed and this fact being dis- 
covered this good piece of business fell 
to the Service Corporation before it got 
fairly started in business. 





WILL CONSIDER STATE INSURANCE 


Hearings will be held in the State 
House, Boston, September 16 and 17, 
on the resolution recently passed by the 
Massachusetts legislature providing for 
an investigation of automobile insur 
ance, with a view to establishing a 
state insurance company or to create a 
form of insurance similar to the Mas 
sachusetts Compensation Act. 





PREPARING TO ENTER NEW YORK 


In order to enter New York tie 
American Indemnity, Galveston, has 
amended its charter, relinquishing the 
right to transact automobile fire and 
theft, marine and war risk insurance. 
Some other lines have been dropped, 
so that now the company will write 
only employers, public and automobile 
liability, property damage, collision, 
teams, burglary, theft, fidelity and 
surety. Automobile fire and _ theft 
lines will be handled through the Ma 
rine & Motor Insurance Company, 4 
new Galveston organization. 





OTIS FIELD SECRETARY 
Courtlandt Otis, son of Stanley L 
Otis, executive secretary of the Insul 
ance Federation, State of New York, 
has been made field secretary of that 
body. 
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CASUALTY AND SURETY POINTERS 











——— 
“G. R. W.,” who, before he 
was a surety bond sales- 


a 


hts t 
iad man for the Fidelity & De- 
Salesmen posit, had a varied exper- 


ience, during which he ran 
rom home with a circus and was 
wht in Arizona, has some ideas 
which he passes along to others: 

ing, he says, will improve any- 
ny ‘mel and thinking bonds will 
improve your bank account as well. 
in the surety business the day of the 
specialist on one class of bonds has 
not arrived. Each class should share 
in your thoughts. There isn’t an is- 
cue of a daily paper that does not 
contain one or more tips worth fol- 
lowing. There is hardly a business 
house in your city that has not need 
for a bond of some description. But 
these opportunities can be brought to 
light only by thinking bonds. 

“Avoid arguments, is a pretty good 
motto. Arguments are business kill- 
ers; If you know your business— 
know your bonds and their coverage— 
there “just can’t be no arguments.” 
A direct answer creates! confidence, 
and confidence has to be established 
before a client can be made. Your 
prospective client wants to know what 
your bond will do, and he don’t care 
three shucks what you think it will do. 

It is results that count, and you 
can’t get results unless you talk bonds. 
Of course you have to think bonds and 
know bonds before you can talk bonds. 
“Business First,” is another good mot- 
to. Remember that your prospective 
client is always busy, even though he 
may seem to have all the time in the 
world at his disposal. You will stack 
up much better with him by getting 
down to business at once and sticking 
right there. That doesn’t mean that 
you must wear a black tie and a long 
face, because cheerfulness is a big as- 
set, but get through with business 
first, and then spring your stories if 
your man evinces a desire to hear 
them. However, don’t be an auto- 
biographer. 

Another necessary quality is ability 
to keep your temper. If there is any 
temper to be lost let the other fellow 
lose it. Then link your temper up 
with the habit of courtesy and it can’t 
be lost. And courtesy is not to be 
used on special occasions; if. you don’t 
use it all the time you will lose the 
knack of handling it. 

* * ~~ 


To help its agents take ad- 
Points on vantage of the unusual op- 
Selling portunities now existing to 
Burglary develop the various burg- 
lary lines, the Aetna Life 

has prepared these selling points: 

One hundred attacks on banks in this 
country during the first five months of 
1919 with resultant losses of over one 
and a quarter million dollars (Figures 
from Pinkerton National Detective 
Agency). Recent bank burglaries indi- 
cate a still larger record yet to come. 
Liberty loans have placed a wealth of 
liquid assets in every bank. Enormous 
amounts of unregistered Liberty Bonds 
are being held by banks for customers 
who have no safety deposit boxes, and 
large quantities of negotiable govern- 
ment bonds are deposited in practically 
every safety deposit box. Thoughtful 
bankers can be made to realize the 
need of covering the bank’s burglary 
hazard by adequate insurance. Even 
with the smaller banks, burglary insur- 
ance premiums reach worth while 
figures. 

Every merchant and manufacturer is 
& prospect. Rates are surprisingly 
low. Consult your manual and see what 
a five dollar bill will buy—with larger 
amounts at proportionate cost. Payroll 
money is often kept over night in mer- 
cantile safes—$1000 to $5000 in many 
instances. Valuables aggregating large 
values are kept in the safes of leading 
jewelers. A safe policy insures not 


only contents, but the-safe, furniture 
and fixtures against damage by burg- 
lary or attempted burglary. There’s 
something wrong with an Aetna-izer 
who can’t get plenty of this business 
right now by merely going after it. 
The aggregate premiums will be worth 
while, and, what is more important, 
you will tie your clients more closely 
to you by showing that you are fully 
alive to their interests. 

Only a man who neglects to read 
the papers fails to realize how bold 
and how successful holdup bandits have 
become. Daylight robberies—many of 
them in banks—have become more fre- 
quent. Paymasters ‘and bank messen- 
gers are robbed of large sums of pay- 
roll money, bigtpowered cars assist 
ing the bandits to make a clean get- 
away. Here again adequate Aetna pro- 
tection for payroll money can be had 
at so small a cost that no prudent 
plant owner has any excuse for hesi- 
tating. Although more and more pay- 
rolls are being protected by insurance 
there are thousands of risks still un- 
insured; no doubt there are many in 
your territory. Familiarize yourself 
with what the Aetna has to offer (if 
you don’t already know), go after this 
business, and get it. 

An important part of local “crime 
waves” is the succession of residence 
burglaries. Jewelry, furs, laces, linens, 
silverware and other luxuries are more 
tempting than ever before to burglars, 
sneak-thieves and household servants 
because of their greatly increased val- 
ues over pre-war prices. Inferior 
grades of help for household servants 
is a cause of the increasing number of 
losses from this source. The vacation 
season affords unusual opportunities 
for “breaks” from outside while the 
family is away. Those without resi- 
dence burglary insurance can readily 
be Aetna-ized. Those who are at pres- 
ent carrying only $1,000 or $2,000 to 
protect property worth many times that 
amount can be persuaded to buy larger 
limits. 

An insurance agent who can not sell 
burglary and theft insurance at this 
time could hardly sell worms to a fisher- 
man out of bait. 


e - + 
: In the Friday Letter of 
How the American Bankers’ 
Discourtesies Association appear 
Slip in these suggestions on 


cultivation and _ cour- 
tesy, which are well worth following: 

A penny is a very important coin 
these days. You cau’t spend a nickel 
without a penny to grease the track 
and the attitude of the clerk was char- 
acteristic of a certain class of short- 
sighted people. The same guy in per- 
mitting me to choose a 15 cent cigar 
from two or three brands of the shop 
worn drug store variety made consid- 
erable noise slamming the box back 
in the case with just a little bit more 
energy than the circumstances seemed 
to justify and thereby he lost a good 
customer who now walks two blocks 
in the other direction for his after- 
dinner smoke. 

Courtesy is one of the first principles 
of salesmanship. In our business we 
aim never to let a man go out of our 
office- with a grouch, every letter of 
complaint is answered politely and in 
detail, even if there is not a single 
dollar’s worth of business in sight, be- 
cause a penny with a hole in it always 
comes back. The sarcastic fling of an 
impertinent clerk has cost many a 
corporation thousands of dollars, not- 
withstanding the old saying, “What 
folks don’t know never hurts them.” 

The man you cuss for blocking your 
progress in his auto on a crowded 
street may be the man whose prospect 
oerd was mailed you yesterday, or his 
chief clerk or partner may be the man 
you have down for a back call. 


No insurance man can afford to lose 








W. E. SMALL, President PETER EPES, Agency Manager E. P. AMERINE, Sec’'y 


Georgia Casualty Company 
“DIXIE AUTO POLICY ” 


The Last Word In Motor Insurance 

















Surplus and Reserves to Policyholders Over Two Million Dollars 


HOME OFFICE: MACON, GEORGIA 














The METROPOLITAN CASUALTY 
INSURANCE CO. OF NEW YORK 


HOME OFFICE, 47 CEDAR STREET 
CHARTERED 1874 


Plate Glass, Burglary, Accident and Health Insurance 


EUGENE H. WINSLOW, President 
Robert A. Drysdale, Vice-Pres. S. Wm. Burton, Sec. Alonzo G. Brooks, Ass’t Sec. 


RELIABLE AND ENERGETIC AGENTS WANTED 




















THE SIGN OF GOOD CASUALTY INSURANCE 


HEAD OFFICE F. J. WALTERS 
CHICAGO Resident Manager 


55 JOHN STREET 
F. W. LAWSON New York 
General Manager 
a te Elmer A. Lord &Co. 
Liability, Accident 145 Milk St., Boston 
Burglary,Boiler and $ Resident Managers 
Credit Insurance Established 1869. New England 


London Guarantee & Accident Co., Ltd. 


OF LONDON, ENGLAND 























AUTOMOBILE INSURANCE covtkice 


20% Reduction of Conference Rates 
Commission 17'/,%—Prompt Settlement of Claims 


MOTOR CAR MUTUAL CASUALTY COMPANY 
MOTOR CAR MUTUAL FIRE INSURANCE COMPANY 


10% additional reduction on Liability and Property Damage 
rates on commercial trucks driven by owner exclusively. 


BROKERS AND AGENTS’ ACCOUNTS SOLICITED 


20 Nassau Street Telephone John 5880 New York 














his temper or unnecessarily make ene- 
mies or get the reputation of being a “$2500 FOR $1” 
“Crab,” nor can he afford to mix in 
political scraps or neighborhood rows. 
Neutrality is sometimes the wise To-day See, Write or Phone 
course. The bad penny may turn up 
just at the time when you think a | J.N.S. Brewster & Company, Inc 





fifty dollar bill is coming In. 42 CEDAR STREET, NEW YORE 
Cultivate the kids. In a few years 

they will be prospects. Be polite to (Brewster Building) 

the families of your policyholders. 

Always leave them laughing wnen you About the new and original Conti- 


scy “Good-bye.” nental Automobile Personal Acci- 


dent policy sold at an annual premium 
of $1 to persons who buy a Continental 





AGAINST LUMP SUM PAYMENTS 


The Pennsylvania Industrial Board is Automobile Liability policy—It’s a big 
taking a stand against lump sum pay- 4 
ments. It refused in 90 per cent of business getter and is sold only by the 
more than seventy cases to grant ap- . 
peals for the payment of compensation Continental Casualty Company 
in one final payment. Harry A. Mack- H. G. B. ALEXANDER, President 


ey, chairman of the board, took the 
position that the board was acting in 
the interests of those receiving pay- 
ments by assuming this stand. He laid 
stress on the assertion that it etge hos NO EXTRA SESSION 
wise for these persons to take their F 
money for the purpose of purchasing There is to be no extra session of the 
property at this time. South Carolina legislature. 


General Offices, CHICAGO, ILL. 
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MARYLAND MARYLAND 
CASUALTY ASSURANCE 
COMPANY CORPORATION 


Casualty Insurance Life Insurance 
Fidelity and Surety Bonds Accident-Health Insurance 


COMPANIES OF CONFIDENCE 


THAT 
AID THEIR AGENTS 
AND 
PLEASE THEIR POLICYHOLDERS 
BALTIMORE JOHN T. STONE, President MARYLAND 
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Some of the Innovations Introduced by the EQUITABLE 
Daring Its 


Sixty Years of Public Service 


Shortening, Simplifying and Liberalizing the Policy Free Health Examinations for Policyholders 
Contract 


A Home Purchase Policy 
Immediate Payment of Death Claims 


A Refund Annuity guaranteeing return of Entire 


Incontestability after first policy year Principal 


Group Insurance for Employees 
An Income Bond to Provide for old age 


A Corporate Policy to Protect Business Interests 
New and Improved forms of Accident and Health 


A Convertible Policy Adaptable to Altered Policies, thus completing the circle of protection 
Circumstances against the hazards of Life, Actident, and Disease 


THE EQUITABLE LIFE ASSURANCE SOCIETY of the UNITED STATES 


W. A. DAY, President 
120 BROADWAY 











